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The talk of the show 


Briggs Beautyware stopped the show in Chicago with a striking 
Coral and Gray exhibit featuring new design bathroom hxtures 
a new line of color kitchen sinks and a wide range of styling for 
any type of home 

Sell Faster with Color” was the Briggs exhibit theme. Archi 
tects, Builders, Jobbers and Plumbers responded by the thousands 
They stopped they looked, they asked for complete information 
about the great 1955 Beautyware line 


Modern contour design, new color styling, advanced engineer 


ing and the econonm ol the Brigg two 
Beautyware the big favorite acro the 
complete national warehousing ten 
everywhere in the full range of style 
Gray, Sky Blue, Sea Green, San one an 
1955 promises to be eCO ear lor 
Briggs i honored to av itvware 
many leaders in the building industs 


Briggs Manufacturing Company, 


bath package, have made 
board. And, thanks to a 
Heautyware is available 
and colo Coral, Pearl 
d White 

residential building, and 


made fret chomwe by 


Detroit 26, Michigan 


Two bathrooms—a must in every modern home 
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WHO SHOULD HANDLE CLOSINGS’ 
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PREVIEWS OF COMING ISSUES 


April will bring the biggest issue of the JoURNAL ever: An expanded 


editorial section designed to provide you with expert opinions on many 
.. the Annual Roster of Realtors the 36th 

listing every Realtor in the world, every local board .. . . information 
about NAREB and its institutes and societies . . . 
percentage lease tables, housing statistics 
April Sth 


renew today so as not to miss this important number. Extra copies will 


phases of real estate . . 
. Commission rates 
Coming off the presses 


watch for it! If your subscription expires with this issue 


be available: write for rates. 
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Bedroom and kitchen, den and hall—these are locations 
where home buyers are sure to want telephone outlets. 
And they'll want the wires concealed—a good reason 


for including telephone conduits in all the homes you build. 


Your Bell telephone company will be glad to help you work out economical conduit installation: 


Just call your nearest business office. BELL TELEPHONE SYSTEM sf 





THE JOURNAL REP 


Another Increase in Housing Starts 


Comparing January 1955 with January 19954, 
there was a 34%, increase in residential construction 
expenditures, Total new construction expenditures, 
comparing the same two months, increased 13% 
Projection of these figures indicates a record $40 bil 
lion year in 1955. The 87,800 starts are an all-time 
record for January. and 33% over the January 1954 
total of 65,100 

Although most predictions are for a tightening of 
mortgage money in the next few months, a spot 
check by JoURnNAL editors indicates mortgage money 
is still relatively easy to get 

FHA and VA are showing signs of tightening up 
but there appears to be plenty of conventional loan 
money seals 


What Road Building Program Will Mean 


The government publication, Construction 
Review, presents a picture of the impact the proposed 
$100 billion road building program will have on the 
construction labor supply. 

ven allowing for improvements in construction 
methods, the program will require 24%, times more 
highway construction employment by 1960 than is 
needed at present, The demand for carpenters will 
rise from 22,500 now to 36,000 in 1957, and to 51,500 
by 1960. The article continues, “The demand for 
construction laborers is expected to increase from 
the 1954 average of 80,000 to 115,000 in 1957 and 
140,000 at the program's peak.”’ 


new 


National Study Shows “acancies Up Slightly 

A NAREB survey in 44 
increase in the number of vacancies 
ol communities face vacancy rates of over 9) 
78% 


or less 


tates indicates a moderate 
Only a handful 

5%. while 
of those surveyed reported vacancies at 2% 


Vacancies in multi-family dwellings seem to be 
running at about the same rate, although some of the 
larger cities show vacancy percentages of three or 
more 


FNMA Offers $2 Billion In Home Mortgages 


The Federal National Mortgage Association lists 
over $2 billion in’ government-owned residential 
mortgages for sale to private investors, including 
88,000 FHA (totalling $750 million) and 244,000 
VA (valued at $1.6 billion) 

Investors may obtain lists of mortgages by type 
of mortgage and locality and select those mort 
gages they wish to purchase. These purchases are 
contrasted by FNMA with those requiring the pur 
chaser to buy a complete package deal 

“Fannie May.” by the way, has just entered its 
eighteenth year of operation. Since its beginning in 
1938, the agency has purchased 600,000 mortgages, 
totaling $4.5 billion. As of December 31, FNMA had 
$39,000 mortgages, valued at $2.4 billion 


6 March, 1 


Factory Movement to Suburbs Continues 


AU. S. Department of Labor study shows that 
more than 50% of all factory building activity be 
tween January and August of last year took place in 
suburban areas. Less than 25% of this construction 
went up in the central cities of metropolitan areas 

Suburban areas also got a 20% slice of office build 
ing construction, as well as 60% 
construction 

The impact of all this is still largely unknown, and 
national statistics on the location of 


of private housing 


) 


industrial con 
struction have been compiled only since January. 
1954. As yet there is no basis for comparison, and the 
bare figures for last somewhat 
leading 


year may be mis 


Important Housing Bills Before Congress 

Probably the most important legislation pending 
before the Congress concerns interest rates on VA 
loans. Representatives Patman (Texas) and Rain 
Alabama), both Democrats, are sponsoring bills to 
limit interest rates to a maximum of 4% 

Senator John Sparkman, Democrat of Alabama, | 
sponsoring a bill to extend the VA’s loan guaranty 
program three years beyond the present expiration 


date. for both World War II and Korean veterans 


Housing Research Village Planned 

Grand Rapids, Michigan will be the location of a 
$2 million housing research village to be jointly 
sponsered by NAHB and a Grand Rapids civic and 
industrial group 

The village will contain 50 houses, ranging from 
medium to high price, and each house will be com 
pletely furnished and decorated. All different kinds 
of designs. materials and construction will be used 
but the houses will not be lived in 

Construction of the first 25 houses will begin next 
year, with five more houses erected each year there 
after. Plans also include replacing about five houses 
each year so that up-to-date ideas can be tested 
regularly 


Eminent Domain — A Controversy 


The subject of eminent domain 
powers of agencies dealing with slum clearance and 
redevelopment projects is the basis for a new Real 
tors’ Washington Committee policy statement 

“While we recognize the exercise of the power of 
eminent domain as essential to an effective program 
of slum and neighborhood conservation 
we deplore current efforts to widen the scope of the 
power of eminent domain in accordance with the 
aesthetic and spiritual tastes of government redevel 
opment agencies far beyond the interests of the pub 
lic health, safety, and morals. We urge the Congress 
and state legislatures to prescribe appropriate limits 
on the authority of public agencies to condemn land 
for slum clearance and neighborhood conservation.” 


controversial 


( learan ec 
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If you sell in select communities 


you will profit most with mMtlenmns 


THE "FAIRLANE” 


© si because Modern Homes are 
obviously designed for the prospect whose 
special interest is quality. Each is fabri 
cated with precision, of the finest materials 
exclusively! 


ons “anener because association with a Modern 
builder-dealer means volume for you. The 
builder-dealer’s capital investment turns 
over faster, yields you a profit “‘harvest”’ 
every time! 


because Modern Homes are architect 
designed . . . for efficient erection, smart 
good looks, easiest lot orientation, fash 
ionable decoration and landscaping. 


because Moderns are exceptionally 
salable, for many reasons—including such 
all-new dramatic features as power-oper 
ated windows and sound-conditioning! 


because Modern Homes are exclusively 
franchised, to protect Modern dealers and 
realtors and guarantee the highest stand 
ards. You are backed by national adver- 
tising and quality literature. 


If you build as well as sell, these benefits 
are doubly important. If you are inter 
ested in quality volume, look for a Modern 
Homes association. Modern Homes Cor 
poration, 14507 West Warren Avenue, 
Dearborn, Mich. 


Modern Homes orporation 
Dearborn, Michigan e Port Jervis, New York 
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Designed For Larger Homes = 


Claimed to be the largest pac kayed air-source heat 

pump on the market, this new G-E “Weathertron 

98B) features a complete 

ly sealed hermetic refrigera 

tion warranted for 

Manufactured by 

General Electric Company’ 

Weathertron Department in 

Bloomfield, New Jersey. it is 

powered by two modulated 5 

hy p and will 

handle up to 3000 cubic feet 

of air per minute, Au 

heat pumps, using only ele 
from ind 


system 


five year 


COMpres Or 


ource 
tricity heat oor air in summer and 
pump it outside the home or commercial building 
In winter, they themselve 
pumping heat the outdoor 
building 


extract 
reverse automatically 


from into the home on 


Storm Combination Window 3-2 


This all-aluminum storm 
indow 
manufactured by the 
Storm and Sash 
Detroit, in 
many design 
features which promote 
greater handling 
life, 


operation 


combination w 


security 
Company of 
corporates 


ease of 
longer and 


trouble-free 


service 
claims the manufacturer 
Principal of these is a win 
dow panel retaining clip 
that provides continuou lubrication to the win 
dow panels by means of a tenite guide, and assure 
easy window operation in all kinds of weather 


dry 


Handy Inquiry Form 
Reat Esvatt 
i127 Sixth Avenue S.1 


Cedar Rapids, lowa 


NATIONAI AND BUILDING JOURNAL 


I want to know more about the items checked below 


Please see that complete information is sent to me with 


out cost or obligation 


3-1 
3-6 


Nome 


Company Name 


Street 


Vlare A. 19 ) ) 


New Aluminum Railing 3-3 


Decorail, something new in aluminum porch rails, 

is a development of St. Louis Industries. St 
Missour! 

parts 


Louis, 
Individual 
such as spindles. 
post, flanges, caps and 
crolls machined 
and ready for assembly 
Top and bottom rails 
are extruded alumi 
num, supplied in 16 
foot lengths and must 
only be sawed to proper 
length before installing 
Decorail comes in a 
satin finish that will 
not rust or stain and can be purchased as a lifetime 
installation, the manufacturer says 


are 


Reversible Door 


This new type institutional door 
combine the economy 
and lightness of the hollow 
with the heavy blocking 
necessary to accommodate institu 
hardware. It’s made by 
General Plywood Corporation. 
Louisville, Kentucky. The top and 
bottom rails are ten inches wide 
An extra center cross rail and two 
)-inch lock blocks furnish space 
for installing pani large 
locksets and heavy pulls 
Lightness is achieved with a core 
of cylindrical fiber columns, while 
heavy duty strength is maintained 
through the use of three-p'y bal 
anced face panels, hot plate press 
ed with core into one integral unit 


is said to 
core 


door 


tional 





bars 


door 


Protection From Unwanted Callers 3-5 


Manufactured by Cable Electric Products, Inc 
Providence, Rhode Island, this new Snapit Vu-All 
non-electric door chime 

permits residents of 

apartments and homes 

who is calling 
without being seen by 
the caller. The Vu-All 
s completely mechani 
cal and no wires, trans 


to see 


formers, or batteries are 
needed The wide angle 
lens, 
rated in a 


viewing incorpo 
concea ed 
viewing tube, brings a 
caller within view even 
in front of or to the side 
4 melodious double-tone announces the 
Vu-All can be mounted on 
Ye to 1%, inches thick 


All About Floors saad 


Copies of a 24-page brochure on “Floors and Floor 
Problems” may be had by writing to The Tremco 
Manufacturing Company, 8701 Kinsman Road, 
Cleveland, Ohio. The brochure is illustrated by 


though he be tall or short 
of the lens 
caller. The 


Or metal door 


any wood 


photographs, drawings and diagrams, and explores 
such subjects as the various types of floors, how they 
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Buyers are waiting for Be PLO 


et 


OwrO1 


% 


Never before have you been able to offer 
your buyers so much for their money! 
Years-ahead design and fabrication 
methods make possible the outstanding 
beauty and quality construction of BEST 
homes...at far less than the cost of 
local construction. 


All BEST homes are precision-cut and 
fabricated in pneumatically controlled jigs, 
with 2 x 4 studding on 16” centers. No. | 
kiln-dried Douglas fir dimension lumber is 


BEST homes are built in a wide range of styles and 
sizes... including this surprisingly low-priced 
3-bedroom Peorian model. 


Y 


~ (A ae Bix. 
xq . a oa 
——_ 
My 
featuring ZONED oh a —o 


dramatic 


LG”, 


home 


planning idea that is capturing the imagination of 


America... in BEST’s beautiful new Starlyte 


EASY TO BUILD...EASIER TO SELL! 


used, along with 10-cycle plywood and 


toxic-treated, termite-proofed bottom 
plates. Sheetrock and plywood are nailed 
and glued to the studding. This top quality 
90% BEST precision fabrication really pays 
off when it comes to closing sales. 


In recognition of their quality and cus- 
tomer appeal, in many areas BEST homes 
have unusually high commitment and 
loan values. 


GET ALL THE FACTS about BEST homes and 
“Operation Opportunity’’ sales and 
promotion program that’s the talk of the trade. Mail 
this coupon today! 


.-Our new 


BEST HOMES, Effingham, Illinois 
Attention: Mr. W. G. Best, President 


Please send me details on the new BE 
“Operation Opportunity.” 


ST selling plar 


Name 
Business Address 


City 


March, 1955 


Home 








It's the (° Sumas 


KEY LOCK 
WH Rush for keys while 
customers wait? 
WH Try remembering 
all she keys? 
WH Have keys all over 
the place? 
Keep Keys Where You Use Them 


Use SupRA Keys Locks. Lock your 4 
keys on the door latch, porch railing, 


fence, or on faucets. Never again 
say, “I would like to show you this 
house, but I don’t have that key with 








’ 


me.’ 
A SuPRA Key Lock is simple, secure, 
economical, Write us today for de- 
tails. Give your clients that SUPRA 
Service. 

y 


SUPRA Supply setts (722.4 rss 


Pending 








A place for everything — everything in place with 


For letter files «& / S -_ legal files 
pA pf ~JIAVeVr 10 x 15 


Sr. Size 


FILE 
ENVELOPES 
FOR REALTORS 


@ Progress of deal instantly visible 

@ No hunting for mislaid papers 

@ Nothing omitted nothing neglected 
@ Printed check list covers every item 


USED BY REALTORS IN 48 STATES AND CANADA 





~ 


Special introductory Offer ; 


(Initial order only) 
EITHER 
2 SIZE $2 
Postpaid Anywhere 


Satisfaction or Money 
Back Guaranteed 








on any quantity 
“Deal Savers” make my 
work easy! 





— 





We ship Railway Express Charges collect unless otherwise requested 


LINCOLN PRESS, 407 E. 4th $t., Royal Oak, Mich. 

Ship us ‘Deal Saver, Jr."' at 9 cents each cae eats 
Ship us ‘Deal Saver, Se."* at 10 cents each | pjeg ce 
Ship us 25 size at $2.00 (introductory offer—postpaid) 
Send tree sample of size Deal Saver 

Check for $ enclosed 

Name 


Aim ees 


Varch 


are built, what factors enter into their deterioration, 
and how floor troubles can be diagnosed and treated 


Self-Trimming Wall Panels 37 


This newest addition in 
wall paneling design, 
manufactured by Jasper 
Wood Products Company 
of Jasper, Indiana, is call 
ed ““Trimkraft.” Three 8 
inch overlays extend across 
the full width of each 
panel achieving an extra 
dimensional effect which 
is desirable for many types 
of installations. The pan 
els are 4 feet wide by 8 
feet in height and are con 
structed of 3-ply genuine 
hardwood throughout 
Panels can be nailed di 
rectly to two-by-fours in 
new construction, or nail 

ed to furring strips on older walls. Choice of facings 
includes veneers of striped African mahogany, plain 
sliced walnut. mellowtone birch, and native oak 


Meant For Each Other 3-8 


The Clima-Twins, a new 
year-round air conditioning 
system, is manufactured by 
Peerless Furnace and Foun 
dry, Inc., Indianapolis, In 
diana and Round Oak Co., 
Inc., of Dowagiac, Michigan 
The twin units, which may 
be installed separately, are 
pre-wired and pre-assembled 
A new automatic changeover 
to heating and cooling has 
been provided and dual ther 
mostats give complete “up 
stairs’ control. The cooling 

system is water-cooled and the heating unit is de 
signed for oil or all types of gas. Two models are 
available, 2-ton and 3-ton capacity 


The “Twodor”’ 3-9 


Here is a new type com 
bination wood storm and 
| screen door manufactured 
by Yield House, North 
Conway, New Hampshire 
Ideal for all colonial. ranch 
or modern homes, the 
manufacturer claims it 
will not sag or come apart 
It is constructed of sturdy 
cross panels, mortise-tenon 
and spotted joints and wa 
terproof glue throughout 





Solid, kiln-dried pine, 

standard 11% inch thick is 

used and the screen wire 
is aluminum. Quick change glass and screen panels 
are locked tight with special fasteners. The doors are 
hipped completely sanded with directions for install 
ing, painting and finishing. (Hardware not includ 
ed.) Fits all standard size door openings 
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THE GREAT NEW 


grFT7tox 


\ 

WINDOW BALANCE 
\ 
\ 


\ 
\ 


THE RPAOST IMPORTANT 


WINDOW IMPROVEMENT 











inn SO YEARS! 


FINGER PRESSURE RAISES OR LOWERS SASH! 


SASH LIFT OUT ENTIRELY! NO TAPES 
TO UNHOOK! NOTHING TO ADJUST! 


@ SELF-CONTAINED LIFTLOX WINDOW BALANCE 
“LOCKS’’ AUTOMATICALLY WHEN SASH IS REMOVED! 








WINDOW BALANCE 





R-O'W SALES CO. 1342 ACADEMY 
FERNDALE, MICHIGAN 
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More houses UP- 
More owners | N- 


in record time! 


By switching from conventional 
to prefabricated construction, 
home builders who formerly 
limited themselves to selling a 
few houses a year today are put- 
ting them up by the score. 


More houses up means more 
profits for you. You can deter- 
mine accurately what your costs 
will be and, at the same time, 
offer the buyer ‘“‘more house for 
the money’”’. 


:— eeuntateiieh 























Prefabrication offers you cost 
control, faster starts, shorter 
on-site erection time, quicker 
completions. Give yourself these 
competitive advantages... give 
the buyer advantages of fine 
architecture, the last word in 
living comfort and more invest- 
ment security. You can do it 
with prefabrication. 

Write for a list of home prefab- 


ricators and learn the advantages 
of a dealership. 


Subscribe now to "PF", the official monthly journal of 
PHMI. Keeps you fully informed of new opportunities in 
this fast growing field. $3 a year. 


PREFABRICATED HOME 
MANUFACTURERS’ INSTITUTE 


934-20th Street, N.W. 
Washington 6, D.C. 


March, 1955 





From Journal Readers 





Prefab Issue 


“We enjoyed very much the first issue 
of the Jounnat. It is very complete and 
is enthusiastically read by all of our 
salesmen. We feel that your information 
on prefab homes has given us an out on 
35 building lots which we own and could 
not build on under regular methods.” 

Fred W. Poorbaugh 
Empire Realty Company 
Albuquerque, New Mexico 


“We would like to compliment you on 
the excellent issue of October, 1954. The 
special report on prefabrication is an ad 
mirable edition to all contractors 

“Please send us twelve copies as we 
would like to distribute them among 
local builders.” 

R. L. Ryan 
Los Angeles 


Orchids 
“Thanks 


every cent.” 
Bob Reamy 
Colorado Springs 


A fine publication worth 


“Your publication is of the best!” 
Thomas Shaheen 
Compton, California 


“Your magazine and pamphlets are 
great. I especially appreciate ‘Anderson's 
Open Forum.’ ” 

Bob Bruce 
Los Angeles 


“We subscribe to other real estate 
building and mortgage magazines, but 
after reading yours we would like to 
have it regularly at our office.” 

P & M Realty Co 

Paul and Maude Perrier 

Whitman, Massachusetts 


“IT like your magazine better than any 
business journal I get.” 
A. J. Hunt 


Nashvy ille, Tennessee 


“Your magazine is worth double its 
price. Everyone in the real estate busi 
ness could profit by the wealth of infor 
mation contained in it.” 

Paul F. Perrier 
P & M Realty Co 
Whitman, Massachusetts 


‘We are long-time subscribers to your 
very fine magazine and depart 
ment of your JounNAL is read with in 
terest by someone in our organization 

“Keep turning out the fine magazine 
you are now producing. We enjoy read 
ing every issue.” 

H. C. Walther 
Strout Realty Co 
New York, New York 


every 


“After going over the last issue of 
your magazine, I find that it certainly 
would be unwise for us not to renew our 
subscription. Accordingly, will 
please continue sending us the 
zine and bill us for another 
scription.” 

Gerald N. Bowne 
Mang and Bowne Agency, In 
Sidney, New York 


you 
maga 
year's sub 


“In the two and a half years I have 
subscribed to the Journnar, there have 
been many helpful and informative ar 
ticles. Those which concerned the opera 
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tions and procedure of others in the busi 
ness are my favorites because, I think 
everyone is interested in how the other 
fellow tackles his problems, even though 
each of us might have his own solution 
“During this period of time a few of 
my JouRNAL issues have disappeared. It 
has been my custom to save them and 
use certain articles for training new 
men. Would you kindly send me back 
issues for April and August, 1953, and 
June, 1954.” 
Clarence I 
Milwaukee, 


Dillman, Jr 
Wisconsin 


“I wouldn't be without the Journnas 
You do a marvelous job. I use the Jour 
NAL all the time and have. for 
years.” 


many 


Howell Watson 


Dallas, Texas 


On Sale Agreements 


Dear Legal Editor 

Enclosed is a copy of an “Agree 
ment for Sale of Real Estate’’ 
(contract) in common use in this 
portion of the State of California. 

Under paragraph 4 of the agree 
ment it states that: “This agree 
ment is not assignable in whole 
or in part, either by operation of 
law, or otherwise, without the 
prior consent of the seller.” 

Would the drawing of a second 
contract between the buyer under 
the first contract and a new buyer 
under a second contract constitute 
violation of the contract and sub 
ject the seller under the second 
contract to legal prosecution? 

The above is being practised by 
nearly every office in this area 
and, so far, there has been no dif 
ficulty in their transactions. How 
ever, there is always a first time 
Please let us know your interpre 
tation of this clause in 
tract 


the con 


Sturgis & Murzyn Realty 
Seaside, California 


An Installment Contract con 
tains the following provision 
“That this agreement is not as 
signable in whole or in part, either 
by ope ration of law or otherwise, 
without the prior written consent 
of the seller.” 

If the buyer enters into a con 
tract to sell the property, is this 
a violation of the prohibition? 

There are a few cases holding 
that this is not a violation accord 
ing to my memory, but it ts not 
commented on in any of the mod 
ern text books on contracts, and 
I'd be afraid to take a chance on 
it. | would say that it would prob 
ably be treated as a “blind” for 
an assignment. 
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Ie ke 
medina FREE-EXAMINATION Certificate 


for Readers of National Real Estate Journal 


PRENTICE-HALL, Inc., De 
Englewood Cliffs, New 


*. M-NR-355 
jersey 


Plecse send me a Free Examination Copy of THE SALESMAN'S 
COMPLETE IDEAS HANDBOOK. Within 10 days, | will either 
remit $4.95 plus postage, or return the book and owe nothing 
Name 


Address 


City Zone Stote 











ILDING JOURNAI 


& Mail This Certificate for a FREE TRIAL Copy of 
The Salesman’s 
Complete Ideas Handbook 


Increase Your Earnings by Using the 


1,000 GREATEST SALES IDEAS Ever Developed! 


Suppose you could call together 1,000 of the best salesmen in this country and sup 
pose that each of them gave you his best selling idea—for locating prospects, making 
presentations, handling objections, closing sales. What would these 1,000 ideas be 
worth to you? What would even ONE idea be worth? 


Chances are the ideas would be worth many thousands of dollars to you--IF you had 
the time to collect them. Well, the job has been done for you. Emille Raux, nationally 
known sales consultant and author, has gathered the 1,000 best sales ideas ever devised, 
and placed them between the covers of what we consider the greatest selling book 
ever published--THE SALESMAN’S COMPLETE IDEAS HANDBOOK 

What's more, it won't cost you @ penny to see these ideas actually use the in your sale 
for the next 10 days! Just fill in and mall your certificate above for a FREE. "TRIAL copy 
HANDBOOK 

Remember, these are practical, workable IDEAS-not sermons or dissertations. You'll find n 
theorizing, no inspirational mumbo-jumbo. Instead, you'll get tested techniques actual methods 


that have worked in hundreds of specific selling situations. You'll see WHAT to say WHAT to do 
WHEN to say it and WHEN to do it 


HERE'S JUST A SMALL SAMPLE OF THE 
1,000 MONEY-MAKING IDEAS IN THE BOOK 


22 techniques tor Aapaypeaer price objections 

75 ideas for sh 8s more and telling less 

83 power words that pavenade buyers to buy 

56 ways to show customers hidden values that make sales 

10 big complaints cust 8 have against salesmen and how 
to avoi them 

Super- How one si Josing techniq 
a crackerjack salesman 

How a veteran salesman asks his customer's opinion—and 
gets the customer to sell bimeett 

113 ideas for holding t st ki 

31 do's and don'ts for planning presentations 

35 ideas for putting your story across 

5 simple techniques for developing a dependabie me nory 

67 tips on how to increase your work output without in- 
creasing your work 

33 ways to avoid “tatking yourself out of the sale” 

25 ideas for getti ing on the buyer's “blind side" —overcoming 
his instinctive “NO” to everything 

How to make the prospect think of quatity instead of price 

How one big-time salesman guarantees himself a constant 
store of enthusiasm 

43 plans for outsmarting competition 

73 ideas for turning objections into sales 

says: ‘There is no limit to 12 tested techniques for staging a better presentation 

what a real, creative sales- These are simply @ few of the 1,000 sharp-« pda d tools that 

man can do-—no limit to his will increase the sales and commissior ny salesman 

sales or earnings. If you have willing to try them out. For th e BALES ‘MAN 8 r OMPL. ETE 

the desire to become a finer IDEAS HANDBOOK contains shrewd guidance of a lifetime 

more forceful, more success- of selling experience--more than most salesmen could possibly 

ful salesman study this know about, And each idea is as practical and down-to-eart! 

book! as @ dollar bill each idea is potentially worth HUNDREDS 

of dollars in your pocket 


TRY THESE IDEAS AT OUR EXPENSE 


If you'll fill in and mali the certificate above, we'll send you 
a copy of THE SALESMAN'S COMPLETE IDE AS 4 HAND IOK 
for 10 full days’ FREE EXAMINATION | ‘ leas in ye 
dally work take notes if you wish If the book hasn't pal a 
for itself a dozen times over in the shor pace of 10 days 
return it without any cost or obligatior at er But if 
William 7 Wrightnour, Dir you decide that you can't do without thi imine of ideas 
a. Training, Tire Division, send us only 64.95 plus postage 

United States Rubber Co., Don't pass up this guaranteed opport ty It coste you 
New York, N. ¥., says: A nothing fo see and use these 1,000 idea ma your « 
sure-fire money-maker a tifleate today ; - — i Se 


daily source of sales ideas 
Smas will work for yout PRENTICE-HALL, Inc., Dept. M-NR-355 
Englewood Cliffs, New Jersey 


What Users Say: 


J. W. Pierce, Consolidated 
Business Systems, Inc., New 
York, New York, says Just 
one of the ideas I used paid 
for this book several times 
over!" 








. . . 
Harrison B. Taylor, 
visor of Dale Carnegie Course, 
Houston, Texas, says: ‘This 
book is a ‘must’ for every 
salesman. I predict it will 
soon be recognized as the 
salesman'’s Bible. You can 
open it to any page and find 
an idea that will help you 
make more sales 

. 


. 
A. H. Rosenthal, The Hoover 
Ce., Fort Werth, Texas, says: 
“This book is rich with ex- 
amples and experiences of 
successful selling techniques 
I can heartily recommend it 
to every salesman and sales 
executive interested in in- 
creasing bis sales.’ 4 


Joe Nadler, Binoweacer A 
Ce., Ine., Richmond, Va., 





increased sales 25% for 





« repeat sales 


7 . . 

A. N. Sears, VP & Dir. of 
Sales, Remington-Rand, Inc., 
New York, N. Y., says Any 
salesman who isn't earning 
enough today will find that 
$4.95 invested in this book is 
the best investment he ever 
made.’ 

. . 
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You too et Be sure to read the feature article on Nationol 
* * g Homes in March '‘' Woman's Home Companion 


G Mat More 


from National Homes! | 


Mock Mor 


in Designs 


The all-new 1955 National homes, created by the 
famous architect Charles M. Goodman, ALA 
with color styling by the noted authority 

Beatrice West, achieve an all-time high in beaut 


CG Mak Mor 


in Value 


Unequalled buying power plus revolutionary 


National Home 


assermbly-line methods enable 
to offer far more house for far less money 
The same high quality “brand name" materials 
are used in all National homes regardless 


of the price range 


Mack More 


in Pre-selling 


Tremendous prestige and public acceptance 
for the National Homes name have been 
created by advertising regularly in Lire 
Berren Homes & Ganpens, and man 

other leading magazines—more than 


all other producers combined 


Mak Mor 


in Promotion 


The ad illustrated here is just one of 
many promoting our Spring Open House 
iver 60,000,000 full-color 

reader impressions, plus large local 

ads wherever National Home 

Open Houses are being held, insure 

a most successful Operation 


} Mook More 


in Service fe 


Builders of National Home 8 get expert Couns | 
on land acquisition, site planning financing, 
local advertising and sales—a complete 


personal service 


eee all adding up to This full-pege, full-color od 


¢ Mek MowJotume-Protit 4 fu/ ag pac 


In hundreds of cities, National Home: If you, Mr. Home Builder, have been 


; ’ 
builder-dealers are now cashing in on out wondering where you will go this year : (000 
: : Ww Betterllomes : 
Spring Promotion, They're reaping the consider going NATIONAL! Write for 3 COLE ' 
ana ardens = HOUSEKEEPING 
harvest of pre-sold prospects, by offering the franchise facts! , aveseess ’ 


so much more in beauty, comfort, value NATIONAL Homes Corporation « Lafayette, Ind end many other leading magerines 


ONE OUT OF EVERY 48 HOMES GEING BUILT IN 
AMERICA TODAY IS PRODUCED By. . 


) 
HOMES | 
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b be . as a real estate executive, can’t prepare a lease. That's wh 
certain Colorado attorneys contend! They've taken the fight to 
the courts and have won the first round 

If the district judge’s decision is held up in the state supreme 
court, Colorado licensed brokers would not legally be permitted to 
prepare for other persons such forms as deeds, trust deeds, mortgage 
promissory notes, notices to vacate or to pay rent. Even if they have 
an attorney in their employ, he would not be allowed to prepare suc! 
documents. The only legal form brokers would be allowed to fiil in 
would be an earnest money contract 

Here are the facts of the case: The state and Denver bar associa 
tions have brought five actions against three prominent Realtors and 
two title insurance companies charging illegal practice of law in fill 
ing out practically every kind of real estate form. Although the plain 
tiffs won the district round, the judge granted a three-month enforce 
ment delay to give the defendants time to appeal to the supreme court 

The seriousness of this case cannot be over-emphasized, Think 
how it would affect your business if you had to call in an attorney 
every time you had to prepare a lease, or a demand to pay rent, or a 
notice to vacate, or a trust deed. 

And would attorneys like it? We doubt it. Realtors’ hours would 
often be considered strange to an attorney. What lawyer would enjoy 
being interrupted outside his office hours to help a tenant fill in a 
lease form? 

The facts are that many attorneys don't like it, not only from th 
standpoint of being called upon at odd hours, but also because of the 
sheer quantity of such transactions for which their services would 
be required 

Certainly you must use attorneys for many types of real estat 
transactions. And Colorado licensed brokers have been following 
rigid practice in this respect. Where the consideration is large, for 
example, officials always insist that both buyer and seller engay 
attorneys and that they follow every step of the transaction and be 
present at the closing 


On the other side of the fence, experienced Colorado attorney 
place implicit confidence in reputable real estate men in the filling 
in of simple real estate forms. They even recommend to their client 
those brokers with whom they can deal without the need of an ex 
amining attorney 

In at least two other states, similar actions have been tested. The 
supreme court of Minnesota says 

“We do not think the possible harm which might come to the 
public from the rare instances of defective conveyances in such trans 
actions is sufficient to outweigh the great public INCONVEeTMENCE 
which would follow if it were necessary to call in a lawyer to draft 
these simple instruments 

The supreme court of Missouri say 

: general warranty deed and trust deed forms are so standard 
ized that to complete them for usual transactions requires only ordi 
nary intelligence rather than legal training 

If the Colorado test case is upheld, it will set a dangerous prece 
dent for the entire real estate industry. Similar actions would crop 
up in other states. If you, as a licensed broker, had to call in a lawyer 
each time you had to fill in a simple form, you'd indeed find it dif 
ficult to stay in business 

What can you do about it? 

Familiarize yourself with the laws of your state covering the 
practice of real estate. Make certain you, as an individual licensee 
abide by them. Bring pressure on questionable practices by other 
brokers. Then work very closely with your local bar association to 
iron out any complaints before they become court action 
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Perimeter Plan” 


VV UCH emphasis has been put on new shopping 
| centers. But there’s one area that’s generally 
ignored—that of the existing shopping center. Many 
are on the downgrade 
One of these shopping centers, Englewood Plaza, 
at 63rd and Halsted in Chicago, has been studied 
to see what its future might be. On the basis of the 
study, made by the Real Estate Research Corporation 
for the Chicago Plan Commission, a plan for renew 
ing this entire shopping area has been developed 
It’s worth the attention of every Realtor concerned 
with commercial property 
Like many shopping areas in large cities, Engle 
wood Plaza is out of date in a lot of ways. Its growth 
has been disorganized. Now it faces a doubtful fu 
ture 
Inadequate parking, a mixture of residential and 
commercial property, shifts in population, insuf 
Traffic perimeter is a one-way circle around the center, It ficient land and floor space all these things add 
would use existing streets wherever possible. Two streets cutting up toa real threat to the economic health of the area 
through the center would be limited to mass transit vehicles Now a solution has been offered the so-called 
The four corners would be cleared for parking areas. Shaded “Perimeter Plan.” 


areas along main arteries would be stores and shops. Essentially, the Perimeter Plan involves routing 
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to Save a Shopping Center 


Chicago's Englewood Plaza faces a dim future as a major shopping area. It is typical of older centers 
which are on the downgrade in many major cities. To give it a revitalizing shot in the arm, a Chicago 


research corporation offers the “Perimeter Plan” as a solution. 


all through traffic on a new “‘traffi perimeter” o1 cades, and provision of open space 
thoroughtare around the shopping center, eliminat ») Protect adjacent neighborhoods b ettin 
ing private vehicular traffic inside the periumeter center apart from residential area pro rin 
It means clearing the residential and other non quate traflicways into the shopping area ud | 
hopping structures inside the perimeter for off viding ample parking space within the cente: 
street parking and service, and providiy killfiual These are common goals in planning any shoppi 
architectural treatment throughout center, But in renewing an existing center the ri 

[here are five basi goal in mind overcoming obstacle that seem in some case 

1) Provide parking insurmountable 

’) Relieve traffic congestion and minimize haz Kor example, completion of the plan 
ards to pedestrians inside the center quire clearing away 814 dwelling structure 

3) Eliminate non-shopping land use within the locating the 2,800 people now living in then 
center The cost of the land and property demolish 

1 teplace architectural ugline with beauty unwanted structure and improving the te 
through cooperative action on redesign of signs, fa parking area estimated at $6.500.001 
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What could be in store for Englewood Plaza is clear from this 
artist’s conception of the completed plan. Expanded parking 


facilities could be obtained by building parking garages on 


Along another line, it has to be determined 
whether the re-routing of existing streets and con 
structing the perimeter traffic-way can be done un 
der existing law. It has to be determined whether 
automobile traffic can be legally excluded from the 
center itself, since existing streets permit unrestricted 
traffic 

And unless gasoline revenues can be used for con 
structing the perimeter, the cost would be altogether 
out of reach. 

‘These are samples of the kinds of problems faced 
by Englewood Plaza. Is it worth it? 

[stimates of current business run just under $150 
million. By using the Perimeter Plan, that business 
would increase to an estimated $165 million an 
nually in the next 20 years 

This is impressive enough, without considering 
what would happen to that business volume if noth 
ing were done to meet and correct the situation that 
now exists 

By analyzing the area of “suction” into Engle 
wood Plaza, and those things that act against the 
center, researchers find there is no real danger from 
other centers if the Plaza solves its present problems 

Developing Englewood Plaza along the lines of 
the Perimeter Plan would hurt the scattered shop 
ying areas near it. But even this would be favorable, 
vecause these areas are mixtures of commercial and 
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parking sites. Aim is to make maximum use of available land, 
and still have room for adjustment in the future. Present popu- 
lation density of this area is past a safe maximum. 


residential properties in other words, areas where 
neighborhoods are deteriorating. 

The plan wouldn't affect neighborhood stores 
since these stores depend on regular “convenience’ 
trade, trade which makes up only a small part of 
the total Plaza volume 

There are a number of problems not touched by 
the study which might effect the long-range success 
of the Plan. The Plan assumes high automobile traf 
fic, which is natural enough. But to attract shoppers 
from a wide area means main arteries in reasonably 
good condition, and Chicago has been as lax in main 
taining and improving its streets as other big cities 

Chicago's race problem isn’t mentioned, and ap 
parently it wasn't included in the study beyond 
checking on the percentage of non-white shoppers 
now buying at Englewood Plaza. 

But Englewood Plaza is very near the center of 
Chicago’s non-white population, and the growth and 
aoa ol that population could be an important fac 
tor. This is a matter to be considered, 
proves to be important or not 

But these are relatively minor questions. They 
don’t change the problems that exist. Englewood 
Plaza will have to make a big decision before too 
long, and it won't be an easy one. How successfully 
it meets its challenge should provide an insight into 
the probable future of other centers similar to it. 


whether it 
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Loyalty Is 
A Two-Way Street 


Do your salesmen think well of you and the company they 


work for? Have you earned their respect by giving them 


yours? You know what you expect of your men. Here’s what 


they have a right to expect of you. 


By DarreEL HOLT 


The Towle Company 
Minneapolis 


I EADING the morning paper 

the other day, I noticed that 
a friend of mine was being trans 
ferred to another city. I called him 
later, from my office, and offered 
my services in selling his house 

He thanked me, but said that I 
was the second person to have con 
gratulated him on his promotion. 
Another real estate man had been 
to see him earlier and had made 
quite an impression. Although my 
friend wanted my opinion of the 
value of the house, it was 
clear he thought the other sales 
man could do a better job for him 
I wondered why 

“The thing that got me about 
the salesman was that he spoke 
so well of the people he works for 
He spent more time telling me 
what wonderful guys his 
are than he spent telling me what 
he would do to sell my home.” 

This made me wonder what our 
salesmen said about their com 
pany. It seemed to me that the 
things that make for good rela 
tions between employer and em 
ployee must be definable 

We know, for example, that 
loyalty and mutual respect aren't 
a one-way street. Management 
must feel the same way about its 
salesmen as it expects them to feel 

A clear definition of duties is 
essential. You can’t fulfill expecta 


sales 


bosses 
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tions without knowing what's ex 
pec ted of you. The wise employer 
makes ground and makes 
them as few as possible. He live 
up to them himself, and then in 
ists his employees do likewise 

Team support throughout the 
entire organization must be given 
the team’s producers. The Mil 
waukee Braves wouldn't draw two 
million people without producing 
but they wouldn't produce as they 
have without the backing of the 
crowd 

Organizational morale is, of 
course, part and parcel of good 
public relations. You have to en 
courage good competitive 
but without encouraging tacti 
that are to the detriment of the 
public. There has to be a carefully 
drawn line separating the two 

Disputes inevitably arise from 
this kind of competition. You can 
no more avoid them than you can 
play baseball without an umpire 
But you can minimize 
swift, sure justice 

In the long run, decisions made 
after a fair hearing, by an impar 
tial management, better ac 
cepted than “deals” resulting from 
negotiations by the claimants 

When the participants settle a 
the loser 
espec ially 
the crux of the 


rules, 


pirit, 


them by 


are 


dispute on their own 
usually gets a share 
if a commission i 
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Sales Training Series 





argument. Having once collected 
an unjustified commission, a man 
may be tempted to try again 

The old saying that “a 
man’s time is his own” actually 
bears no resemblance to the truth 
His time belongs to his client 
to his company. The fact hi 
ings are directly tied to his abili 
ties by the commissions he get 
doesn't relieve him from the disci 
pline accorded other employee 

Elbert Hubbard said, “If you 
work for a man, for heaven's sake 
work for him! If he pay 
wages that supply your 
butter, work for him 
of him, think well of 
by him and stand by the institu 
tion he represents! If I worked for 
a man | would not work for him 
part of the time, but all of the 
tume. I would give him my undi 
vided service or none. If put to a 
pinch, an ounce of loyalty is worth 
a ton of clever knocking! 

He might also have “If a 
man works for you, for heaven's 
ake work for him! Speak well of 
him, think well of 
him.” 


and 
earn 


you 
read and 
peak well 


him. stand 


aid 


him, stand by 





Watch for next month's 
JouRNAL and another article 
in this sales series! 








In this Washington, D. C. apartment 
building, biggest change in the exterior 
consisted in relocating the fire escape in 
the rear of the building, and repainting 
the whole structure. Renamed the “Presi 
dent Monroe,” a collection of documents 
connected with that president have been 


mounted in a glass case in the lobby 


Practical Modernization Pays 


Modernization can be sensible and profitable. These Build 
America Better rehab contest winners show how — by spend- 
ing enough to really improve the property, and by not going 


overboard “gilding the lily.” 


Floor plan of the “new” building shows more economical use of space, how unnecessary rooms 


were eliminated, and location of new elevator. Total modernizing cost was $90,000 
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Wy M. Bernstein, Washington 
4). C. Realtor, has made sensi 
ble modernization pay. Winning 
honorable mention in the 1954 
housing modernization contest 
sponsored by the Build America 
setter Council, Bernstein convert 
ed a drab, deteriorating apartment 
house into an attractive building 
with a bright future 

The building was purchased in 
March of last year for $80,000. It 
was a four-story walk-up, with 16 
apartments of four rooms, kitchen 
and bath 

Expenses, before remodeling, 
were $6,700 a year. Income wa 
$14,880 a year. 

Remodeling included these steps 

1) Relocating the fire escape in 
the rear of the building, construct 
ing a firewall, painting the ex 
terior 

2) Replacing all wiring and 
plumbing. 

3) Installing modern kitchen 
and new tiled baths, changing the 
layout of each apartment 

+) Putting a new brick wall in 
the old light shaft and installing a 
modern hydraulic elevator 

The purchaser put $35,000 in 
cash into the property. The build 
ing now has intermediate finan 
ing of $125,000 and a lender has 
offered to put a permanent loan 
on the property of $140,000 








Typical bathroom and kitchen in Bernstein’s remodeled apart job. New plumbing and wiring were installed throughout and 


ment building, showing the thoroughness of the modernizing kitchens completely equipped with new cabinets and appliances 


BABC Contest Winners 


Edward Roodberg of Los Angeles won first place 
with his rehabilitation of this 60-year-old, seven 
room house. Purchased for $750, Roodberg re 
located the house 12 miles away on a $4,500 lot 
He invested $7,600 rehabilitating it, converting 
it into a one-story, gable-roofed strictly Cali 
fornia type home, The front porch was removed, 
picture windows replaced old style windows on 
the front, a new entrance way, central corridor 
and small bath were added. The new kitchen 
features an oven, range and dishwasher mounted 


in birch cabinets. Total investment, $12,800 


Best rehabilitation of a small, multifamily struc 


ture was won by Herman Schmidt of Washing 
ton, D. C. Schmidt bought the group of apart 
ments for $3,000 per building, all of them badly 
deteriorated. Outside toilets and wood-burning 
stoves were standard equipment. Schmidt con 
verted the units from single apartments with 
kitchen and living reom downstairs and two 
bedrooms up, to separate units up and down 
each having one bedroom. At an average cost 
of $7,300 for each building, Schmidt installed 
modern baths and kitchens, refrigerators, ranges, 
cabinets and hot water heaters. Rents range 
from $59.50 to $66.50 per month 


Best rehabilitation of an apartment building 
was won by Mrs. Flora K. Tierney of Louisville, 
Kentucky. Acting for an out-of-town owner, Mrs 
Tierney decided to rehabilitate the 68-year-old 
building. It contained %) rooms, which Mrs 
Tierney converted into 14 tworoom and five 
one-room apartments. The exterior was com 
pletely overhauled. Inside, wallpaper was re 
moved, plaster repaired or replaced, new wiring 
put in where necessary, hot and cold running 
water provided, new plumbing equipment in 
stalled, and gas heat took the place of coal 
stoves. Total cost of the rehabilitation was $12, 
100. Rents now range from $12 to $15 per week 
for the two-room units, and $8 to $11 per week 


for the one-room units, including all utilities 
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A Way to Check 


Ad Results 


OU can save plenty of adver 
tising dollars just by keeping 
track of your classified costs and 
which ads pull the best. Here are 
some frell printed forms used 
by Florida Realtor, Jack Justice. 
‘They’re easily adaptable to any 
real estate office —) can be a real 
help to you and your salesmen 
Here’s how to use them 
When an ad first appears, clip 
it and paste it on the Floorman’s 
Work Sheet and the Advertising 
Analysis Sheet. Opposite the re 
put the address, dates the ad runs 
and in which paper. The Floor 
man’s Work Sheet is in front of 
the floorman at all times. It’s up 
to him to keep a record of all 
phone calls and walk-ins. He finds 
out how many of those phone calls 
or walk-ins are the result of your 
advertising. The column headed 
by the letter “P” is where the 
floorman inserts the number of 
prospects he gets on his floor day 
At the bottom of the Floorman’s 


Work Sheet is a space for the floor 
schedule. If a call comes in on 
Sunday, the floorman puts a check 
mark in the Sunday box opposite 
that ad and so on through the 
week, Each floorman 
makes the necessary notation on 
a walk-in or a phone call. 

The Open for Inspection form 
shows the address of the property, 
name of the owner and the week’s 
schedule for the salesmen who are 
keeping the property open. Under 
the oaiien “AD,” the salesman 
inserts the number of people who 
inspect the property as a result of 
reading the ad. Under the column 
headed “WI.” the salesman puts 
the number of people who inspect 
the house as a result of the “Open 
for Inspection” sign in front. 
Under the column headed “B,” the 
salesman puts the number of other 
brokers who bring clients to the 
house. Under the column headed 
“P.” the salesman inserts the 
number of prospec ts he is able to 


successive 
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Realtor 
Jack Justice keep a close check on ad 


These forms help Miami Beach 


costs, They also help keep tab on results. 


obtain on a particular day 

In the last column on this sheet 
under the heading “Initial,” Jus 
tice requires each man to put his 
initials the minute the floor sched 
ule is posted each Friday. This 
way, Justice knows that each sales 
man has seen the schedule and 
will be on duty the day specified. 

On the Floorman’s Work Sheet 
you get a breakdown of the pull 
ing power of each ad from the 
po FE i on floor duty. On the 
Open for Inspection Schedule, get 
a breakdown of the pulling power 
of the ad on open houses 

At the end of the week you can 
take the total inquiries from each 
ad from the Floorman’s Work 
Sheet and the total from the Open 
for Inspection schedule and put 
this accumulated information in 
the proper places on the Advertis 
ing Analysis Sheet. This total gives 
a weekly recapitulation not only 
of advertising costs, but also the 
number of inquiries from each ad 


NATIONAL Rea Estate AND BUILDING JOURNAL 











W. FORT ST. 


2 = FLOOR RAMP AROUND ENTIRE GARAGE 


er) 


SIX FLOOR 
GARAGE 








a 


CAPACITY 
4,000 CARS 


ye 


(RAM? FROM FXPRESSWAY 


FIRST ST. 








SECOND AVE 























Plan of Detroit “Auto Terminal” pro- 
posed by Realtor Leonard Reaume shows 
ramps leading to and from John C. Lodge 
Expressway. Motorist entering from Ex 
pressway would drive right into garage. 


bn most convenient parking 
garage I’ve ever encountered.” 

That’s how Leonard Reaume of 
Detroit, former NAREB president, 
describes the “Autorimessa” in 
Venice, Italy. This fabulous park 
ing garage, accommodating 2,500 
cars, has prompted Reaume to rec 
ommend an adaptation of it to 
help solve Detroit’s parking prob 
lems 

The key factor in the success of 
the Venetian design is its tie-in 
with the expressway system lead 
ing to the main city. Reaume pro 
poses taking the same advantage 
of Detroit’s expressway system, lo 
cating the garage close to the heart 
of the downtown area, with inlets 
and outlets leading directly from 
the garage to the expressway 

This would eliminate, Reaume 
says, the serious problem of con 
gestion right at the doorstep of 
parking garages. It would move 
traffic in and out without creating 
new traffic bottlenecks 

In design the Italian garage 
combines vast parking area with 
real efficiency 

Cars leaving the expressway 
enter the garage and move up 
circular ramps to levels with eal 
able space. Attendants direct the 
cars in, give each motorist a ticket 

Leaving the garage and return 
ing to it, the motorist makes use 
of push-button elevator service 
He pays his check when re-enter 
ing the building, goes up the ele 
vator to his car, and drives out 
directly onto the expressway 

The need for numerous parking 


(Please turn to page 42) 


View down ramp of “Autorimessa” shows simplicity of entrance and exit plan. Driv 
ing directly onto ramp leading from Expressway climinates major parking garage 
problem — congestion in adjoining streets, particularly at rush hours 


Detroit Realtor Proposes 


... Direct-Flow” Parking 


Can this Italian system of self-service parking relieve congestion 
in our cities? Leonard Reaume of Detroit says yes. Traffic flow 
ing smoothly in and out of expressways on connecting ramps is 


the key to success. It combines efficiency with space. 


1 | 
mye x 

’ 
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“Autorimessa” in Venice, Italy which Reaume visited on trip to Italy last year 
Restaurant and bar suggest possibilities of store and shop locations, The “Autori 


messa” handles 2,000 cars and is called by Reaume “the most convenient I’ve seen.’ 


NATIONAL REAL Estate AND BUILDING JOURNAL March, 1955 





, «+» Buyers Want 


PHOTOGRAPHS BY TATCH, BAER AND CELVELAND 


March 


WN- Luxury. 


ROSPECTIVE home buye 

. and nothing catches tl 

lies grow, the problem of wh 
hobby equipment and other tl 
acute. The builders of the hor 


ized the problem and suppli 


Dutch cupboard in dining room Wall long cupboards hold everything ne« 
has space for displaying pewter essary for working at home at the built-in 
ware, chafing dish and tea service desk. Note spacious bookcase and cabinet 


Large drawers hold linens, china below set into the end-wall paneling 
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Space in the children’s room is 
provided by shelves and cabinets 
Toys go below where they are 


easily accessible to the children 


ay, are looking for more space 


quicker than built-ins. As fami- 
do with children’s toys, books, 
which are accumulated becomes 
ictured on these pages have real- 


swers packed with sales appeal. 


Walls on both sides of hallway between bedroom and bath ar 


equipped with closets and roomy builtin chests of drawers 


Drawers, cupboards and a window framed 
cabinet are built in around the counter 


type lavatory to provide extra storage 


Cupboards and bookshelves 
round corner between open 
kitchen and living area. Record 


player is in bookcases beneath 
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"t i, women’s service magazines 
have a lot to say in word and 
picture about homes and living, 
and ways to do things in connec 
tion with homes. So do the impor 
tant newspapers 

sut when real estate outfits have 
home sites to sell, they think peo 
ple won't read. 

There are lots of beautiful plac 
es on earth, One of the most spec 
tacularly beautiful is the San 
Francisco Bay area. If there is a 
more breathtaking and indescriba 
bly thrilling view than San Fran 
cisco, the Bay, and the Contra 
Costa area from Marin County I'd 
like to see it 

Here is an outfit with land to 
sell in’ Marin County. Whether 
they’re the tawny hills of summer 
or the green ones of winter, the 
hills are all majesty and splendor. 
They hump we roll under a vary 
ing cloud-and-fog blanc mange 
and sunshine a celestial dessert 
for Jovian beings of the ether. And 


turn unanchored man into a pillar 
of responsibility 

Real estate people sell magic 
that makes worth while the saving 
and striving they sell physical 
things. but in many places they 
also throw in (no extra charge) 
some billion dollar sea or sky a 
greater girth of heart and chest for 
the purchasers or a view to set 
the one-time King of Naples sigh 
ing. 

So what do they do when they 
advertise? 

They buy white space and put 
into it 20 or 30 words without en 
thusiasm or life or blood in them 
They offer home sites as though 
the human mind were marble and 
the concept of home as dynamic 
as a cemetery lot 

What are advertising writers 
for? Not to lie, not ever to exag 
gerate specifications of a propos) 
tion or an item for sale. But surely 
to spin the tenuous threads of 
dream into desire. Surely to weave 


Looking at the Retail Ads 


By Crybe BEpeLi* 


You have to sell intangibles when you sell real estate, and our 


author says your advertising should be written accordingly. Get 


your ad copy off the ground — into the blue sky! 


at twilight, humans — microscopic 
in the grandeur of their surround 
ings view sunsets finger-paint 
ed in light and fire by God Him 
self 

The shaggy eucalyptus trees lift 
the Chantilly lace af their leaves 
against the greying sky, and the 
peace that comes from nothing so 
much as the sublimity of expan 
sive earth and heaven is for 
free! 

Here is where the eye, in giant 
strides, surveys colossal glory. 
Here's where man gets an im 
mense perspective of the handi 
work of the architect of a universe 
Here is where a man with $15,000 
for a home feasts his eyes on the 
same Miss Magnificence of nature 
as a millionaire 

Real estate people sell emotion 
and the heart's desire they sell 
roots for the growing of beautiful 
and wonderful families. They sell 
adventure and love and fun. They 


2O 


the warp of reason with the woof 
of aspiration 

I don’t know, but I think thi: 
particular Marin real estate must 
be sub-standard, or someone ad 
vertised with his brakes on and in 
reverse, Fven with lots “priced 
from $4,500 terms,” it takes 
heart and head to sell well and 
economically 


‘That's all well and good,” 
you say, “but I’m no Shakespeare 
and ad space costs money.” Can 
more effective real estate advertis 
ing be written without professional 
help or big expense? The Journnar 
will welcome your opinions do 
you think this expert is giving 
practical advice? ) 


*Mr. Bedell is a consultant in creative adver 
tising and advertising training. This article is 
reprinted from Adwertising Age, Jan. 24, 1955 

pa. 98, by special permission. Further re 
production is forbidden without written consent 
from the publisher 








Here’s a trade-in house plan that 
works. The secret of its success 
is aggressive promotion and 


clear explanation to clients. 


fmt IN house systems that 
will really boost new home 
sales take a great deal of thought 
The Edward Rose Sales Company 
of Detroit has plan that works 
quite well. Its success pr on 
aggressive promotion ane simple, 
low pressure presentation 

Rose explains the plan with a 
small brochure, headed, “The Ed 
ward Rose Trade-In House Plan 

Advantages and Alternatives.” 
The message starts like this 

“Let us suppose you are a prop 
erty owner. You want to buy a 
new Edward Rose home. But, first 
you want to dispose of your pres 
ent property so that you can apply 
what money you get out of it on 
the new Edward Rose home 

“When this is the case, you can 
do one of three things: 1) try and 
sell the house yourself; 2) have 
the Edward Rose Sales Company, 
or some recognized real estate 
broker of your choosing, try to sell 
it for you, or 3) use the Edward 
Rose Trade-In House Plan.” 

The message goes on to point 
out how speedy the ll in 
plan is. 

Here’s how the plan works 

The seller and the company 
agree on a fair price on the used 
home. Then a new Rose home is 
put in the name of the seller, and 
a purchase contract signed 

The company makes whatever 
repairs and improvements are ne¢ 
essary to make the old home more 
saleable. When the old home is 
sold, the seller pays off the mort 
gage and makes his downpayment 
on the new home with what's left 

If the old home isn’t sold by the 
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time the new home is completed, 
Rose buys it at the agreed price 
Rose pays off the mortgage and 
gets the difference, less 5% sales 
commission, the amount of the 
down payment and mortgage costs 
on the new home, and a $750 fee 
to cover reconditioning costs of 
the old home and the financial 
risk assumed by the company 

Final settlement is mm within 
90 days after the customer has ox 
cupied his new home 

Success of the operation depend 
on several factors 

1) Public acceptance of the 
trade-in idea, based on educating 
home-buyers about the way it op 
erates and the advantages it offers 

2) Getting home-buyers to put 
a realistic price on their old home 
Over-priced homes that won’t sell 
would lead to over-investment by 
the company. 

3) Aggressive merchandising 
and promotion are essential. Rose 
uses television, display advertis 
ing, direct mail, poe a clever little 
brochure explaining the trade-in 
procedure 

The brochure, with cartoon il 
lustrations, takes the prospect 
through the operation from begin 
ning to end, giving specific details 
and examples. The prospect is al 
ways given the idea that at the 


An attractive brochure explains the Ed 
ward Rose trade-in plan in “shirtsleeve” 
terms. Cartoons make the layout sparkle. 
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This home, occupied by two sisters and their husbands, was 


traded in on two Edward Rose homes like that at left. Old home 


sold for $20,000 including reconditioning and repairs. Pointing 


up tile, redecorating inside and out, repairing storm windows 


and screens cost about $1,000, The new homes sold for $14,700 


end of the road there is an Edward 
Rose home for him. ““What’s the 
advantage?” the prospect asks 
“When you finally do dispose 
of your old house,” the brochure 
says, “you usually are forced to 
rush around and find somewhere 
else to live. Because of the short 
time element involved, the chan 
es are you'll wind up buying a 
house in a location that you're 
never quite satisfied with. Or, you 
may be forced to rent for a while 
This necessitates paying the cost 





YOU ARE A PROPERTY OWNER 


YOU WANT TO BUY A NEW 
f darird Vore HOME 


FIRST YOU WANT TO DISPOSE 
OF YOUR PRESENT PROPERTY 


90 THAT YOU CAN APPLY 
WHAT MONEY YOU GET OuT 
Of IT ON THE NEW 
¥ darind Pose HOME 
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of moving twice, plus whatever 
your rent may be 

Che simplest and easiest way to 
get the new home you want is to 
use the trade-in plan. Sales Dire: 
tor D. EF. Munro says that “public 
interest in the Detroit area has in 
creased to a point where approx) 
mately 75% of ow prospective 
buyers are anxious to obtain full 
details 

Of the trades taken in by Rose 
all have been sold so that the com 
pany has had to purchase non 


(When this is the case 


YOU CAN DO ONE OF THREE THINGS 


TRY AND SELL THE HO 
YOURSELF 


Have THE fF dwand Pore 
OMPANYT, OF mi 
COOGNIZED REAL ESTATE 

BROKER OF YOUR CHO 
NG, TRY TO f :. ” 


Ov 


use THE F dasind Dore 
TRADE.IN HOUSE PLAN 


vv 
tent Paty 


IMMEDIATE 
ACTION | 





In the face of a possible tighter money market this year, 


you'll need to sharpen your techniques 


for obtaining mortgage money. Here are some 


sound ideas from JOURNAL readers. 


At PER a near-record home build 
ing year. stimulated by a soft 
Realtors may 


be faced with more difficult finance 
ing days 


money market now 


tealtors and home builder re 
member how the money shortage 
ales in 1953. With fore 
of outside competition for 
money the 


looking for way 


cut into 
cast 
industry 3 
to improve thei 
of obtaining financing 

Kh NMA and _ the 
Home Viortyage 
Credit Program promise to help 
omew hat but 


mortgage 


method 

\ recognized 
new Voluntary 
youre omy to 
have to de pend most on your own 
ability to arrange financing 

lo help you improve your mort 
wae procedure JOURNAL editor 
a ked a 
Realtor 

Should 


lenders or with one 


representative group of 
method 
with se 
lendes 


about then 
| 


you deal VeTal 
exclu 
have he 


ively? Because 


come more specialized in the ly pe 
of properties they'll invest in, some 
of those queried say it 
to deal 


oOurce 


necessary 
everal 
Other ay it} 
to deal with on 
pu ible 

Loren LL. Whitehead of Rock 
ford, Illinois, comment We try 
to place all loan 


with mortypage 


still best 


oOurce \W heneve ! 


with one savings 


loan, but we maintain good 
outlet 


use them when necessary 


relation with other and 


as you can. 


honest and realistic. 





How to meet your mortgage needs 


Deal with one lender as much as possible. 


Be on good terms with as many sources of mortgage money 


Learn the kinds of mortgages different lenders want 


When you report properti s for loans, make your reports 


Advise the applicant of the kinds of questions he'll be asked. 


Williamson of Detroit 
ays it would be best to deal with 
one lender if it were possible to 


(,ordon 


depend on that lender’s handling 
all types of But different 
lenders are interested in different 
types of properties. We are doing 
ulficient © that we fre 
quently per to han 
not care 
to have 


like 


loan 


volume 
uade a lendet 
dle one loan that he may 
for particularly in order 
two loans that he may 
to make 

Marcus London of Hattiesburg 
Viississippi that a mini 
mum of three lenders is advisable 
to cover a variety of loan applica 


one oT 


believes 


and 
interested 


Some lender are in 


tion 
out of the 


in different type 


market and 


of properti and 
One of the 


Hrprove oul 


loans way we can 


mortgage source } 
to submit only those application 
that have a reasonable chance of 
being approved, We hould fill out 
our applications completely and 
and answet all 
truthfully if we 


relations with our 


accurately que 


tion want to im 
prove lending 
Ource 

On the improving 
relationship with the lenders Earl 
Snyder of Snyder-Mitchell of 
Compton, California. say We 
both 
position and the bor 
| have found that 
most 


question ol 


must take a realistic view of 


the lend I 


rowel! po ition 


one of the frequent com 
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plaints against brokers is that they 
do not report realistically the prop 
ecurity for the 
do not 


to be used a 
Fither they 


value as loan 


erty 
loan know its 
ecurity or they are 
over-optimisti 

If the house, for example, ha 
no foundation, it is just as well to 
ay so in the first approach to the 
lender. He is probably intelligent 
enough to find it out for himself 
Che same thing is true of construc 
tion in the neighborhood. It ha 
been my experience that it is bet 
ter to under-evaluate the property 
to the lender in the first approach 
than to over-evaluate it.” 

Snyder says his company has 
not tried to keep contact with 
except for FHA loan 
which are offered to the bank 
We refer all other loans to a firm 
brokers These broker 
have six or eight regular sources 

which 
different 


lenders. 


ol loan 


wide 


prop 


of money cover a 


range of types of 


Improving 


erty. On new properties the varia 
not more than $100 to $500 


We re 


COM Mission 


tion 1 
with the 
ceive 


lender 
practically no 
partly 
brokerage rate is low 
finds that this 
worry and, because we are not 


average 


hecause the 
Our office 
time and 


mt owl loans 


aves 


large enough to maintain a loan 
department, our approach has to 
be different 

So the consensus is to have as 
few lending possible 
till giving a wide variety of lend 
This provides a well 


ources as 


Ing practice 
buy 
ers, avoids confusion, and improve 
lending relationships 

Viany 


realtors 


rounded loan service to your 


questions are asked by 
and builders about 
they can prepare the prospect for 


how 


the mortgage application and in 
terview 
rank 


Viinnesota, says he 


Baumann of New Ulm 
thoroughly 
the loan and the borrow 
er with the lending agency 
then 


di CuUSSe 
and 
accompanies the borrower 
when making the application ] 
ilways advise the borrower to give 
a full and true picture of his fi 
nancial status and advise him of 
the types of questions that will be 


asked so that he can be prepared 
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London says “You should in marks. “We a 
pire confidence by explaining the ipplications be 
true facts of the case to the app! core olf them in 
cant from start to closing. We a days of FHA. If the 
certain the applicant s estimated familiarized himsse ' make the loan 
income and then advise him as to mortgage application, the buyer Loren LL. Whitehead say 
the pattern of loaned income. It oon senses it. Some lending ti pecial effort is r 
is important to estimate the time — tutions like dl 
element from the start of the loar plications, and in these i ind that’s mainly a job « 
application to the expected date of ve explain to the borrowe1 ospecting wecial sellin 


vl 
i lender 


quired exc pt 
their ov ay obtaining he Ip Irom privat lend 


\ | 
closing and then allow a few day method of doing busine ob to ow | 
extra 


occasion We alw i\ ACCOMP ATS hich 


Peter Yegen, Jr. of Billing the borrower to the lending offic 
Montana, says, “It is necessary to and help hin 
thoroughly explain to the prospec ! tion term 
the seriousness of lending money 


ntlerpret Lprpoea 


In a competitive money market 
and that it is, therefore, necessary realtors and builders need to put 
to make loan applications quite forth special effort to obtam | 

comprehensive We go ove! the nancing lt is yenel! ills wreed tha vate partie 
questions with the prospect to be nothing takes the place of regular Most realtor 
sure he knows the answers to all 


huilder 
personal contact with lending that the best 
of the various question If not 


obtain Mort 


verncie pape financing i J VI. Bolar 
we help him get the answer On thi question ol pecial el of Pensacola 


Our office has alway taken fort. Gordon Williamson 
the positive approach to the mort a prospect 
gage application,” Earl Snyder re ability to pay 


la, puts al te 
i\ I! conservalive iid ive upert 
int o buy and lh ervice in sel iw mortyages du 
is Within reason, we ing the term 


Your Mortgage Financing Methods 





"UNDER ALL 1S THE LAND" 


A program to stimulate the most 


powerful asset of a successful Realtor .... 


Word-of-Mouth Recommendations 


What is your best source of prospects? Most leading Realtors will answer 


such a question with a determined, “Word-of-mouth recommendations.’ 


Call them word-of-mouth recommendations, personal references, referrals, or 
what you will, a successful Realtor is largely dependent on what people 


are saying about him. That's the foundation of his business. 


Recommendations are important to any business man but because of 

the very nature of real estate, third party influence is especially important 

to you as a Realtor. You serve a client relatively few times in his 

lifetime. People can't sample your wares or your services. You have no 
national brand to talk about. You have essentially no standardized product 

to sell. Rather you are selling your integrity and your service — your skill and 


experience and knowledge of real estate. 


So how can you stimulate favorable recommendations? How can you keep 
favorably before the people of your community? 
First, you must merit confidence by dealing fairly, wisely, and conscien- 


tiously. But you can go further in developing that confidence and goodwill 





by rendering a service to those key persons in your community who are 
the best source of recommendations — employers of labor, civic leaders, 
prominent professional men from whom others seek advice. Because people 
know little about real estate and deal in it infrequently, they invariably 
seek the advice of those persons whose opinions they respect. They ask, “I'm 
thinking of buying a house, what Realtor would you suggest I see?” or 
“What do you think of Jones Realty?” 


Working with leading Realtors, NATIONAL REAL Estate AND BUILDING 
Journa has developed a program to fill this long-felt need in public relations 
— a program for the exclusive use of one outstanding Realtor in each com- 
munity. OWNERSHIP, this new service, helps enhance reputation, build 
goodwill, and mold favorable public opinion for the Realtor who 


is selected for the franchise. 


OWNERSHIP tells the up-to-date real estate story — the facts about 

your business — interestingly and authentically to the influential persons in 
your community. But most important, it renders a service and impresses 
upon these people the high standards by which you operate — the way you 
do business. OWNERSHIP commands the respect and interest of those 


members of your community who are in the best position to refer others to you. 
The exclusive franchise for the use of OWNERSHIP is available to Realtors 


only and is awarded to only one qualified, recommended firm in each 


community. 


If you are interested in learning whether the franchise is available in you 


community and in being considered for this program, address your inquiry to 
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Selling Houses By 


Here's a California developer who uses “team 
work" as the basis of his whole promotion, Result: 


40 sales the first day from two model houses. 


PLANNING and production teamwork is the key 

note of this Southern California development pro 
motion, Stressing through all their advertising and 
promotional material the cooperation among develop 
er, builder, decorator and architect, the Severin Com 
pany of San Diego, California, forcefully dramatized 
the completeness of preparations behind its 
House” subdivision 

Through the combined efforts of these specialist 
the ad material emphasizes, it is possible to produce 
a truly quality home at a really moderate price 

In a 60-house development, two complete model 
were built 


Living 


Fourteen salesmen were used both 
during the opening and the following week, working 
on a straight commission basi A permanent crew 
of three salesmen stayed on after the first week 

Po get maximum effect from each demonstration 


homes 


house, the sales office was set up in the garage of one 
of the models, Visitors were directed through the first 
house and into the second, Company representatives 
were stationed along the way to answer questions 

\s the people came out of the second house, sale 
men took interested prospects and showed them the 
available lots. Returning from the lots to the 
office, the sales were closed on the spot, with an of 
ficial of a mortgage company on hand to help with 
basic financing information 

The .effectiveness of the promotion ts clear from 
the fact that 15,000 people viewed the two homes on 
opening day, and 40 homes were sold that same day 

len floor plans were available, each presented in 
an eight page, three-color brochure. The 
tressed again the teamwork idea 

The Living House produced for you by one 

of the most outstanding talent-teams in the history 
of home building brought together by the Sever 
in Company for just one purpose; to produce a lux 
ury family home for modern living at its best at the 
lowest possible price 

Advertising and promotion were handled by the 
Phillips-Ramsey advertising agency of Los Angeles, 
and included special sales meetings for the staff, use 
of a public address system at the opening 
and newspaper advertising 

The remaining 20 homes were quickly sold and 
another project is in the planning stage. The houses 
were all four-bedroom, with two baths 


sales 


brochure 


md radio 


Features in 


49 March, 1955 


that ot 


first day 


“Living House” the house teamwork built the 


houses in the Severin development, 40 were sold the 
Iwo demonstration houses were built, each one completely fur 
nished. A site sales office was set up in the garage of one model 


Prospects were guided through both houses, shown the lots, and 


returned to the office for closings 


Selling ‘Teamwork 


cluded Hotpoint garbage disposer and electric dish 
washer. Nutone exhaust fan, and an over-size double 
varage 

Among other 
ture 


features were Briggs plumbing fix 
Holly wall heaters. Ra Tox folding doors. Ma 
ti-co asphalt tile, Formica pullman-type lavatories 
U.S. Gypsum dry wall, Fenestra windows, Mission 
and Nordahl sliding doors 

the home: $13.700. 


downpay ment of $695 


water heater 
Selling 


veteran 


price on wa with 











Compact and efficient kitchens included several important fea 
tures garbage disposer, electric dishwasher and exhaust fan 
kitchen, 


There are 60 in the project. 


Houses were all four-bedroom, with two baths and 


garage, and sold for $13,700 
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Should You Take the Listing? 


By Morris R. Scott 


A NEW salesman usually starts 
EX. by getting every possible kind 
of listing. His only criterion is, 
“Can I get the owner to sign a list 
ing card?” He soon reaches the 
point where he has to discrimi 
nate. The principals which he 
works out should include these 

1) Seek listings where the price 
the owner will take (listed or im 
plied) is within the selling range 
If the owner’s idea of price is un 
realistic, withdraw courteously 
without asking for a listing. Since 
the house wouldn't sell at the ask 
ing price, you have avoided listing 
the house of an owner who would 
fret over no sale. 

If the owner asks what the 
house will bring, you have an op 
portunity for discussion. In some 
cases, the owner will list at an ef 
fective price 

2) Seek listings within an area 
you can cover comfortably. In a 
large city ringed with suburban 
towns, you might find yourself 
covering too large an area in show 
ing three comparable houses 

Consider the advantages of con 
centrating in a_ particular 
Once you decide, your expenses 
will go down, you'll save your 
strength, and you won't wear out 
your customer. 

3) Seek listings within a price 
range you find adapted to your 
selling personality. You may warm 
to houses in a certain price range 
The people who look at homes in 
that price range may appeal to 
you. If so, you can talk enthusias 
tically about the merits of that 
particular house and its individual 
charms. 

+) Seek listings within the type 

residential, commercial or rural 
you wish to handle. When you 
choose your type stick to it. As 
you list in your chosen area, you 
may run into “owner sale” sign 
on other types of property. If you 
list it yourself you will have to 
look up a different set of customer 
at the expense of neglecting your 
own prospects who really want to 
buy. Turn in an information slip 


area 
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Is it better to take any listing that comes along, or should you spe 


cialize in certain types? Here are helpful suggestions. 


‘ 


on the other property to the office 
salesman who is handling that par 
ticular type and concentrate on 
your field. 

5) Seek a closed listing only 
after consulting your sales manag 
er. A closed listing, to your ve 
er, may imply an obligation to ad 
vertise vigorously, perhaps to hold 
open house, to invest time and 
money which might add up to a 
considerable sum. When you be 
come an experienced real estate 
salesman you will be encouraged 
to use your own judgment on ac 
cepting closed listings 

Newer salesmen are too likely 
to take a closed listing at a price 
which would not move the house 
The results are disappointed pros 


pects or an who resent: 
being beaten down on selling price 

These are principles which will 
give you a fair chance to convert 
listings into sales. A few salesmen 
rainbows listing only 
houses which they think will sell 
fast 

The listings you seek 
listings you accept won't 
coincide, For favors to friends, for 
your company’s advantage, for 
your whimsy which may 
keen selling sense, you'll go out 
side any set of rules 

A recap of your past year will 
show whether the exceptions you 
If the ex 
ceptions make sales, you can al 
ways change your rules 


owner 


chase 


and the 
always 


prove a 


allow are foolish or wise 





Within the selling range 





Seek listings which are: 


Located in an area you can cover comfortably 
Priced in a range adapted to your sales personality 


Within the type of property you sell best 
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Homes Our 


Readers Are 


Besides many electrical features of the house, cork as a flooring material, an 


automatic sprinkling system, fireplace and full-size two-car garage were included. 


n-06) eeu Building 


e@ IN SOUTHERN CALIFORNIA 


“Jenny Lind’ — electric luxury. 


A T Hillview Estates in the Santa 
f Ana area of Southern Cali 
fornia, Talcott & Jay, builders and 
developers, are featuring “electric 
luxury” in their new homes. Out 
standing features of the one-story, 
three bedroom houses are the Gen 
The all-electric kitchen featured by Talcott & Jay. The refrigerator at left has eral Electric Weathertron air con 
been painted to match the wood finishes. All work counters are hard surfaced. ditioning unit and the all-electric 


— 


The three bedroom home featured in Chillicothe Manor is offered first to 
employees of the AEC at a rental of $85 per month, Builders plan 1,500 units. 


e IN OHIO 


This rental housing project pro- 
vides homes for AEC employees. 


YHILLICOTHE Manor subdivi 

A sion is the site of 140 new 
three-bedroom homes, and the de 
velopment is unique in that all the 
homes are rental units. Built by 
the Chillicothe Building Corpora 
tion, the homes are offered to per 
sons employed by the Atomic En 
ergy Commission. If not occupied 
in 30 days after being offered to 














kitchen. A Thermador built-in 
range and oven, electric dishwash 
er and garbage disposer by Gen 
eral Electric, a Hotpoint electric 
refrigerator and Trade Wind ex 
haust fans provide the latest in 
kitchen equipment and appliances 

In keeping with the modern 
theme, a “Path of Light” system 
has been installed to cleuiaate the 
necessity of ever entering a dark 
room. Further modern touches in 
clude the use of cork as a floor 
covering material and a complete 
ly automatic sprinkling system for 
the garden and lawn 

FKight-page supplements were 
carried by key local newspapers 
to announce the opening of the de 
velopment. These special sections 
carried ads from suppliers, sub 
contractors and manufacturers 
plus complete editorial coverage 
on all features of the house. The 
opening campaign was followed 
up by ads on four successive Sun 
days in the local real estate section 
of the newspaper. In addition, all 
persons visiting the development 
were given a folder featuring the 
Talcott & Jay story, and advertis 
ing material of all participants in 
the project was kept soadile avail 
ble. Special displays were placed 
in the garage of the model home 
showing other Talcott & Jay de 
signs and a plot plan of Hillview 
Estates. As a result of this coopera 
tive advertising program more 
than 5,000 persons went through 
the model home on opening day 


AEC employees, they are made 
available to the public. Base rental 
for these units is $85 per month 
and the FHA fixes additional rates 
for any appliances included 

In addition to the homes in the 
subdivision, the builders are erect 
ing 1,500 more units to serve the 
southern Ohio area. These units, 
too, are leased on a base rental of 
$85 per month 

There are four different exteri- 
or designs and all homes have two 
bedrooms on the first floor. The 
second floor contains an additional 
bedroom, closet space and large 
storage areas on either side of the 
hallway 

Features of the home are Frigid 
aire electric ranges and refrigera 
tors, Kohler plumbing fixtures, 
toro wood kitchen cabinets, U. S 
Gypsum Sheetrock, General Ele« 
tric light fixtures and Pittsburgh 
plate glass windows 
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The finished house built by Larsen 
construction method, this home sells for 


e IN WASHINGTON 


Due to economies achieved by use of the new floor 











$% less than the current market price 


New subflooring method enables Seattle builder to cut costs by 5%. 


y Seattle’s North’ Ridge Tract, 
Kenneth Larsen, president of 
Continental Construction Co., is 
building and selling 70 homes at 
a sales price 3% below the current 
market range for other compara 
ble homes. He does it by using a 
new tec hnique developed and test 
ed by Douglas Fir Plywood Asso 
ciation, The new method has been 
used on five new homes ranging in 
price from a $25,000 custom-built 
design to tract homes selling in 
the $15.000 bracket 

Larsen’s system calls for one 
inch fir plywood functioning as 
combination sub-floor and unde 
layment. The foundation and floor 
construction starts with a founda 
tion form which is carefully level 
ed in a 24 by 44-foot rectangle 
with a 2x4 set Meares notches left 
in the foundation for floor beams 
The 2x4 remains in position and 
is used as a nailing piece for the 
plywood sub-floor. Two continu 
ous footings are formed and pour 
ed in the 44 foot length inside 


At four-foot intervals 4x6 beam 
are laid at right angles to length 
wise girders which rest in notches 
located in the outside perimeter ol 
the foundation Then four-foot 
long 2x4s are used to halve all of 
the eight foot spans 

Once this work 1s 
the one-inch Douglas fir plywood 
ub-floor is 
The plywood function 


‘ omple ted 


laid in place on the 
framing 
as a continuous beam over two 48 
inch spans. The panels are laid at 
right angles to cross beams and 
with the edges supported by the 
framing 

By using this construction tech 
nique, Larsen builds the floor area 
flush with the footings, 
ing the need for concrete landing 
and steps at the entry, the back 
door and between the utility room 


eliminat 


and garage, Larsen’s method has 
been approved in accordance with 
FHA MPR’s (minimum property 
requirements) permitting floor 
beams to be set into the foundation 


flush with the top 


Application of the plywood to the floor framing system, Fir plywood subfloor also 


serves as underlayment. Girders are flush with concrete footings, lowering entire house 
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View of motel from major highway. Pylon on the corner stops every day. The wedge hanging below the big sign is the “No 
motorists during the day as well as at night, yet it’s not the usual Vacancy” marker. It can be seen from both directions. Notice how 


neon sign. What's more, it cost less than most of the signs you see the trees were kept for a more natural atmosphere. 


Plan Your Motels 


‘i YOU'RE planning a new motel, the Milroy can give you some good ideas. It was built on a 
tight budget actual cost was about $12 per square foot yet it combines low maintenance 
with maximum quality and eye appeal. It’s an ex- 
ample of what can be done with careful product 
selection, attention to detail and good planning. 
The Milroy has 20 units all accessible from a cen- 
tral lounge by means of a cantilevered, covered 


walk. If business stays the way it has been, another 





20 units will soon be added as well as a swimming 


UNDER pool, playground and air conditioning. It is located 





in the Catskill Mountain area, Catskill, New York. 


Floor plan of typical unit shows size and furniture arrangement. Fur 
nished, each unit cost about $4,500. The use of built-ins for dressers saves 
in furniture cost and upkeep. Bathrooms feature Crane plumbing. Note 


how the windows face away from the road and traffic noise 
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Back or private side of the motel shows 
straight runs of masonry for building ease, 
lower construction cost. The trellis in fore- 
ground is stained with a creosote stain which 
contrasts with the blue green exterior walls. 
This stain goes on quickly and preserves the 
wood, making maintenance nil. Paint used 
on cinder block water-proofs it. The build 
ing’s flat roof saves materials and labor. 
Built-up roofing with light colored gravel re- 


flects the summer heat. 


This unit has a connecting door to another 
unit for greater flexibility. Beam and plank 
construction saves in both material and 
labor. Ceiling beams continue outside and 
support the cantilevered, covered walk. The 
expense of columns and their footings is 
climinated. Between the beams are small 
sashes which open for cross ventilation. Plas 
tic wall covering (Varlar Wall) results in 
low maintenance. Wall surfaces are also in 
sect-proof, stainproof and washable. Furni 
ture was selected for lightness, ease of main 


tenance and durability — wrought iron legs, 


plastic tops, foam rubber seats, plastic woven 


fabrics and natural wood. 





In the central lounge a metal hood 
fireplace reduces masonry to a mini 
mum. Walls are redwood, beams and 
columns are stained, Here you can se« 
the forced hot water base board heat 
(Kritzer) which is casy to install and 
provides even heating throughout 
room. Large glass area (Pittshurgh 
Plate) faces road to attract passersby 
Below this lounge is the boiler room 


storage room and caretaker’s quarters 














John A. Gilliland is a partner in Knight, Orr & Company and is executive vice 
president. The company is prominent in real estate sales and subdividing, as 
well as mortgage financing. Mr. Gilliland, a Realtor, is also past president of 
the Mortgage Bankers Association of Florida and is presently a member of that 
organization's Board of Governors. 


“We are most pleased with the way Perfect Home 
is received,” 


says John A. Gilliland of Knight, Orr & Company of Jack- 
sonville, Florida. 


ERFECT HOME has had a wonderful reception in Jacksonville,” 
says John A. Gilliland, Vice President of Knight, Orr & Company. 
“There are more people wanting to receive it than we can supply. 
If someone is removed from our mailing list we receive telephone 
calls and letters from them asking to be put back on it. 


“Perrect HOME goes to a select group of influential people, and 
they are most appreciative of it — and we are most pleased with the 
way it is received,” Mr. Gilliland continues. 

Knight, Orr & Company is typical of the hundreds of leading real 
estate, home building and home financing organizations that are as- 
sociated with Perrect Home. All these firms recognize the vital im- 
portance of cultivating public confidence and good will. 


Perrect Home enhances the reputation of these companies by 
stimulating third party influence. The dignity and unexcelled quality 
of Perrect Home reflects the integrity, stability and leadership of 
the sponsors associated with it. 


The remarkable readership achieved by Perrect Home is the result 
of painstaking research and preparation. The newest ideas in home 
design and construction, interior decoration and produ¢ts and mate- 
rials are presented, attractively photographed and interestingly de- 
scribed. 


Costs of Perrect Home are shared among sponsors across the na- 
tion, and reproduction and mailing expenses are shared with local 
companies active in various aspects of home building. 


There is a limited number of exclusive, annually renewable fran- 
chises available to qualified organizations. If you believe you qualify, 
address your inquiry to 








STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, 
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IOWA 
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The large, low-income family needs a large, low-cost home! 


RICHMOND'S T2027, Qora 


MORE THAN 1000 SQ. FEET 
FLOOR SPACE FOR $2989! 


CHECK 
THESE 
SPECIFI- 
7 Wate), b) 
NOW! 


160 sq. ft 
Master Bedroom 
Conventional 
2 x 4, 16 0.c. Framing 
Aluminum Windows 
256 sq. ft. Living Area 
Redwood Sliding 
Closet Doors 


Birch Cabinets 
Really Adequate 
Dining Area 
Your Choice of Exterior 
elle maelsim ait delilelats 
Self-Aligning Wall Panels 
Quality Construction 
Throughout 


Insulated 
hall ciidela Mela alelii-ls 
Formica Counter Tops 
Window Walls 
Zola lolaay.Velslit-ts 
Cedar Shakes 
Deluxe Van Packer 
Chimney 


Look—more than 1000 sq. ft. of floor space in a quality-constructed home 
that sells for only $2.65 per sq. ft.! It's Peencess, Richmond's new pre-fabri- 
cated home—now giving low-budget families BIG living area without sacri- 


ficing your profits. 


The Preercess “secret of success” is DESIGN, and Richmond's staff per- 
fected a plan that appeals to lending institutions, turns prospects into happy 
home-owners, and lets you enjoy a real profit advantage. 


Yes, Peencess has ample 
floor space —the feature 
that SELLS the low-income 
brackets. There’s a huge, 
256 sq. ft. living room, a 
spacious dining area, a 160 
sq. ft. master bedroom, plus 
generous bath and kitchen 
areas. And, every specifica- 
tion proves that there's 
built-in quality that has al- 
ways distinguished the en- 
tire Richmond line! 

For big space, high qual- 
ity, and real SELL, nothing 
in the industry can top 
Richmond's Peentess .. . 
1051 sq. ft. of good living 
and HIGH PROFITS! 
Write NOW for Rich- 
mond’s new Pren.ess Plans 
and Cost Figures! 

Get the amazing story and 
start building your profits 
today! 

Investigate Richmond's 
FREE Finance Plan! 





| [RICHMOND 


] | OePasrmeny a * RICHMOND 1, INDIANA * PHONE 86-1989 


INCORPORATED 











What is the Doctrine of Notice? Are 


unrecorded rights in real 


estate recognized if you ought to have known about them but 


didn't? Does failure to record a deed void that deed in event of sale 


of same property to a third person? Our legal expert says — 


fb Doctrine of Notice is one 
of the trickiest doctrines in real 
estate law 
unrecorded rights in real estate 
are recognized if you know about 
them, or if you ought to have 


It is the doctrine that 


known about them. Real estate 
lawyers must always be on the 
alert for such rights. They must 
be alert as to unrecorded mort 
gages, as to the grantor being a 
dummy, as to outstanding con 
tracts of sale, as to rights of parties 
in possession. If there is a an sign 
on the premises, the Chicago Title 
& Trust Co, will not pass the title 
without a letter from the real es 
tate man or other satisfactory 
proof that he has no other interest 
in the premises than that of brok 
er, He may have an unrecorded 
deed or trust deed, or more likely, 
he may have an exclusive that 
contains an option to buy 

The case of Mallett vs. Kuehler, 
141 Ill. 70, carries the doctrine to 
its limits. Emma Jenkins sold lots 


40) 


3 and 4 on Vincennes Rd 
installment contract. The 
after signing the contract, went 
out to look at the lots. He observed 
that the barn on the adjacent lot 
5 encroached on lot 4. He said to 
the neighbor, “Your barn is on my 
lot.” The neighbor said, “So 
what?” The vendee said, “I am 
not going to stand for it, that’s 
what.” As a result of this little 
tete-a-tete the neighbor agreed to 
pay $10 a year for 
and 4 

What do you think Emma did? 
You won't believe it. She sold lot 
3 and 4 to another buyer convey 
ing them by warranty deed, say 
ing nothing about the installment 
contract. When the contract buyer 
learned about this he filed a suit 
for specific performance asking 
have the warranty deed 
cancelled. The grantee said, “You 
can’t do this to me. I’m an inno 
cent purchaser for value without 
notice, and I’m about as innocent 


on an 
buyer. 


use of lots 3 


also to 
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By GEorGE F. ANDERSON 


as they come,” but the court 
couldn’t see it this way. The court 
said that if he had gone out to 
look at the lots he would have seen 
the enroachment and this should 
have led him to inquire, and if he 
had inquired he would have learn 
ed of the lease, and this would 
have led to the rights of the con 
tract purchaser 

The court said: “It is well set 
tled that whatever is sufficient to 
put a party upon inquiry is notice 
of all facts 2 h a pursuit would 
lead to, and that 
estate is notice that the possessor 
has some right in the same. There 
fore, when one purchases land in 
the possession of a third party, he 
is bound to take notice of whatever 
facts an inquiry as to the rights of 
such possession would lead to. We 
said in Whitaker vs. Whitaker, 83 
Ill. 381 (and in substance in many 
other cases) that ‘the possession of 
land by a party through his ten 
ants, is notice to all the world of 
his rights in the premises, and 
without inquiry of him no one can 
claim to be an innocent purchaser, 
as against him’.”’ 


: 
possession of reai 


ji~ Recording Act provides 
that rears instruments 
shall be void as against subsequent 
purchasers and incumbrances 
without notice and for value, 
whose deeds or mortgages are re 
corded first. 

If you buy a building and do not 
record your deed, and the grantor 
subsequently conveys it to me, and 
I record my deed, I get good title 
and the deed to you 1s void 

If I knew about the deed to you, 
or ought to have known about it, 
I am not a bona fide purchaser and 
do not get good title 

In some states a purchaser by a 
quit claim is held to take subject 
to prior unrecorded instruments, 
but in Illinois the rule seems to 
be contrary. Brown vs. Banner 
Coal & C. O. Co., 97. Ill. 214 

A judgement creditor is proba 
bly not a bona fide purchaser 
East St. Louis Lumber 
Schnepper, 310 Ill. 150. 

A mortgagee under an absolute 
deed, with a separate defeasance, 
is as a rule protected by the record 
of the deed without a record of 
the defeasance, although in some 
jurisdictions the defeasance must 
also be recorded in order to give 
notice. Burdick on Real Property 


Co. vs. 
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Who Should Handle Closings? 


NYONE who has ever handled 
: a real estate transaction knows 
that closing the sale is usually the 
toughest part. Many a sale has 
been lost through carelessness o1 
plain lack of courtesy during the 
closing 

How do you handle closings? 
Do you let your salesmen handle 
them? Should attorneys be pres 
ent? 

The JourNnaL, surveying repre 
entative Realtors with these ques 
tions, finds that the majority of 
them won't entrust the closing of 
a transaction to their salesmen 

G. E. Mayer, sales manager of 
the Robert A. Cline Company in 
Cincinnati, says that closing offi 
cers or attorneys handle closing in 
his area. ““‘We have our salesman 
present, because he knows all the 


LQOK 


if you operate 


in this area 


*e P as, 
omen orem 4 f 
nme wien 


WALNUT & e/ .- 


cmcaee imine 


anmm « 


We believe Home-Way can 


INCREASE YOUR EARNINGS 


Please read this ad... 


JOURNAL readers say closings should be handled by the broker with 


the salesman present, although some rely on their attorneys. All say 


that courtesy should be used in order not to jeopardize the sale. 


details. He sees that everybody 


is completion, these Realtors say, al 


notified of the closing time and though they do make a point of 
place, and that all the papers are being there to assist 


in order 


Harold Condict, Orlando, Flor 


Cline says this ives the sales da Realtor, is another who believe 
man an opportunity to have addi the broker should handle the clos 
tional contact with lending insti ing, but in the presence of the 


tutions 


alesman 


The Dow and Condon office in At the Sumner D. Hersey ofhice 


Hartford, Connecticut has no 


sel in Natick. Massachusetts, the clo: 


rule on closing It depends on the ing procedure differs The sale 


salesman. “Sometimes we go with manager is im the office at all 


the salesman. sometimes 
company Officials say 


times to handle closings and any 
details that might arise 


Voorhees Realty in Boise. Idaho Letting the company’s attorney 
relies more on its salesman in clos handle all closings involving FHA 


ings. “We have salesmen 


close or VA loans is the policy of the 


their own transactions because Wheeler Nickell Company in Ash 
they are acquainted with the buy land, Kentucky. “We handle all 
ers and all the terms of the sale closings on sales financed through 
[his gives the salesman the feeling the local building and loan of 
he’s seeing everything through to _ fices,”’ Nickell say 


you build 20 HOUSES 
Ye less each year...see 


HOME-WAY 


rrr 


© We furnish complete factory-built home. Meets requirements 
of modern building codes. You handle erection, utilities. 

® Home-Way stays ahead of the field. New low roof line (see 
illustration) is highly popular. New ranch types; many other 
standard models. We can meet every family’s needs. 
Quality material, carefully processed; rapid delivery. 
Cooperative advertising; personal dealer service. 





HOME-WAY was 


featured by Look 


Attractive Sales Territories Open Magesias 6 ose of 


America's top 15 in 
prefabrication. 
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We can help you get much bigger volume 
and much better profits. WRITE TODAY 


GBH-WAY HOMES, Inc. 
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“Direct-Flow” Parking 


(Continued from page 23) 


attendants is eliminated. 
lar ramp eliminates blind corners 
and danger spots, there’s a mini 
mum of delay for the motorist 

Reaume has proposed that De 
troit build several “Auto Termi 
nals” along the lines of the “Auto 
rimessa,’ each having a capacity 
of 2,000 cars 

Fach unit would have direct en 
trance to and exit from the ex 
pressway or main thoroughfare by 
overhead ramps. This would elimi 
nate interference with traffic at 
treet level. Thousands of cas 
would be eliminated 
town traffic 

Such garages could be located 
away from an expressway, the gap 
being bridged by building 
one story above street level. ex 
tending as far as four or five 
blocks to an inlet into an express 
vay or main street 

In this way congestion at the 
parking center would be avoided 
Routes leading from the garage to 
the expressway or main thorough 
fare would be built over inexpen 
sive land elevated alleys end 


the circu 


from down 


ramps 


ing in a ramp which would direct 
the traffic into the main artery at 
a suitable location 

The office worker, particularly, 
would gain from the plan, Re 
aume says. A short walk of a block 
or two would hardly be a real in 
convenience if it meant being able 
to travel on one main expressway 
from downtown to the outlying 
areas, Removing the great number 
of office workers’ automobiles from 
downtown traffic would simplify 
the downtown traffic and parking 
problem for the shopper 

Reaume’s plan is suggested as 
an alternative to the underground 
parking garage now contemplated 
Such a garage he explains would 
only serve to complicate the traf 
fic problem by pouring thousands 
of automobiles into traffic at criti 
cal hours 

Although designed to meet the 
problems of large cities, the plan 
is adaptable to smaller cities 
where traffic and parking prob 
lems are frequently as complicated 

Reaume’s interest in the matte: 
is two-fold: As a Realtor, he has a 
natural concern for maintaining 
property values, and both as Real 
tor and citizen he has a natural 


concern for seeking the most prac 
tical remedy 

Reaume is convinced the 
ect could be handled by private 
capital. Sites would be acquired 
by the city through condemnation 
and then either leased sold to 
building firms 


pro) 


Remember that. . . 


Few buyers or sellers of property 
know its value or can acquire the facility 
of learning it. They must lean heavily 
upon the representations of the broker 
They will not do this unless they 
him.” 


trust 


Weimer and Hoyt 
Principles of Urban Real Estate 


Underlying all types of business ac 
The retailer occupie 
expensive frontage, the 
which far exceeds his stock of goods. The 
manufacturer's plant is worth 
current stock of 
Look 


activity and you 


tivity is real estate 


store value of 
much 
fabri 


into any 


more than any 


cated goods on hand 
kind of 
find that 


ubstantial part of all underlying values 


business will 


real estate constitutes a very 


Stanley L. McMichael 





NATIONAL REAL ESTATE SECTION 


For quick sales results on a property, product or service, use this section. Rates on request. 








Baked Enamel on 30 Gauge Meta! 
Wreite for FREE SAMPLE, 


Literature and Prices 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 


Ilustrated 











— WANTED — 


A March 1954 JOURNAL, Can you spare your 
Our supply is exhausted, Miss Jean Adams, Uni 
versity of Southern California, University Library 
4518 University Avenue, Los Angele Cah 
fornia, would appreciate your sending her one 


Many thank The Editors 


SERVICE 


HEAVY 99 GAUGE, BAKED, 14 K 90 6G UO. LOTS 444 Ba, 
1 10 © DAY ORLIVERY © CARSON HON WHE. BOK 1022 


GREENVILLE, SC 


12 


FOR... 


__Training 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residentiai 


courses in Real lstate. Includes ail phases ol 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 
War II and Korean Veterans. 
WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 
2020 Grand 








Dept. RE Konsas City, Mo. 





cities 


AAA-1 rated Jr 
buy 75-{t 


Dept. Store Chain will lease or 
frontage and up in 90 to 100% area in 
12,000 to 125,000 anywhere. Brokers’ co 
operation invited. Edw. Mischell, 276 - Sth Ave 


N.Y.C 





WEATHERPROOF 


DAY-GLO 


CARDBOARD 


SIGNS 


Write for Details 


Satisfaction Guaranteed 








WE SIGN THE NATION’ 


CTIVE DISPLAY ADV 


Chicage 6. ti 
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1000 EMBOSSED BUSINESS CARDS $3.04 
prepaid delivery. Fine quality card stock 
can resell at $4.00 to $8.04 prohitable ucessfu 
mail order 


elling plan, Operate from home. have 


paretime extra detai free 


Product 10420 National, Los Angele 4 


California 


income Complete 


Lynne 





MAKE MONEY IN REAL ESTATE 


to buy 
Anyone 


Learn how 


' 
Nesses 


and sell property, busi 
can learn! New course tell 
started in a real estate busi 


Write for FREE details 
STERLING, Dept. 818, 
Great Neck, N. Y. 


how you can get 


ness of your own 











IN STOCK 


@ full tine of ready 
mede siens fer the 
REAL ESTATE AGENT 


Send for Price List 


RICHMOND SIGN COMPANY 


OIVISION OF ENAMEL PRINTERS INCORPORATED 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 
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Overdevelopment Of Shopping Centers Threatens The Economy 


By ARTHUR RUBLOFF, ¢ hairman of the Board 


Arthur Rubloff Co., Inc. 


F THE PRESENT trend of shopping centers con 

tinues, it could very well destroy the value of mil 
lions of dollars of real estate through the demorali 
zation of many of our established business areas a 
well as these new centers, and the result could bring 
about the foreclosure of more commercial real es 
tate than any of us would care to see 

Unfortunately, because we have built without re 
gard to proper planning and judgment, many areas 
are completely over-stored. Generally speaking, we 
do not need more stores actually our need is for 
better stores. There is just so much spendable income 
in this country, as a whole, or as it may apply to any 
given municipality or locale. More stores, whether 
individual or grouped to form shopping centers o1 
strip developments, competitive to already establish 
ed business areas obviously will tap the spendable 
income supporting these business sections, and the 
end result is a division of sales that will ultimately 
support neither 

In many areas shopping centers are being built so 
close to one another that a fierce competition has 
developed between themselves for the spendable in 
come in the area a competition that is resulting 
in a “dog-eat-dog” survival-of-the-fittest situation 

While our population is increasing at the rate of 
2.5 million per annum, the expansion of our retail o1 
commercial properties is far in excess of our growth 
requirements 

I am a firm believer in the proper development of 
commercial shopping centers, or for that matter strip 
developments providing 

1) There is an absolute proven need for the facili 
ty 

2) There is the proven spendable income to sup 
port it. 


3) These types of developments do not compete 
ruinously with already er 

Upon these conditions I have continually advo 
cated and encouraged the proper development as well 
as redevelopment of all types of commercial prop 


ished business areas 


erty. In some cities the effect of what I believe to be 
the over-expansion of shopping centers has already 
completely demoralized some third rate as well as 
some secondary business sections. For example. the 
following indicates the transgression of dtovine 
centers on existing retail facilities in their respec 
tive cities, to mention just a few 





Metropolitan 
Population 
(1950 Census) 


Under 
Com- Construc 
pleted tion 


( Metropolitan 


Planning 
Areas) 


Stage 


Columbus 106,321 $10,000,000 
development 
just 
announced 
5,494,600 22 
551,777 ] 
530,768 1 
2,121,699 1] 
871,000 4 


Chicago 
Indianapolis 
Louisville 
Detroit 
Milwaukee 


[here is a difference of opinion a 
ping center really is 


to whata shop 
but whether they are shopping 
centers or strip developments, approximately 1,800 
have been built at a cost of many millions of dollar 
and hundreds upon hundreds more are either in the 
construction or planning stage. Hardly a day passe 
without a number of these developments being an 
nounced in cities large and small all over America 
It has a poimt where who 
owns a piece of acreage 


reached almost anyone 
located good or bad 
has formed the conclusion that they have the per 
fect site or location for a shopping center 

Home builders who have erected anywhere from 
300 to 1,000 homes augment their building program 
by including either strip development 


ol shopping 
and not 


with the altruisti 
view of offering convenience of shopping for thei 
potential home buyers, but 
of the opinion that here lies 
tle do they arduous o1 
hazardous task than building a shopping center 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


centers necessarily 
because they are 
a profitable dollar. Lat 
there is no 


rather 


realize more 





LONG 
TERM 
LEASE 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil 


ity and outstanding security 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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How to Successfully 


MANAGE-RENT — 
OPERATE 


BUILDINGS 

















if you are concerned 
with the problems of 
managing, renting or 
operating buildings 
send for an introduc- 
tory copy of BUILD- 
INGS, The Magazine of 
Building Management. 


BUILDINGS, a sister publi 
cation of the National Real 
Estate and Building Journal, 
is the one magazine designed 
to help you with all phases 
of big-building management 
Every month you'll find in 
formative articles on such sub 
jects as 


. renting and leasing 

. decorating and layout 

. air conditioning and heat- 
ing 

. modernization 

. Cleaning and maintenance 

.new products and buyers’ 
guide 

. lighting and elevators 

.and other management 
problems 

So just fil in the coupon and we'll rush 


the current issue of BUILDINGS to you 
at no obligation 


BUILDINGS Magazine 

427 - 6th Ave. SE, Cedar Rapids, la 
Send me the current issue of 
BUILDINGS for my inspection 


Name 

litle 

birm 

Street 

City 

State 

NOTE: Regular rate is | year of 12 


issues for $4. [| Check here if you wish 
to subscribe now, 
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For cities faced with the annual visits of migrant families, the U. S. 
Department of Health, Education and Welfare has published a 
hooklet giving some practical advice. Five cities Hollandale. 
Michigan; Hoopeston, Illinois; Cayuga, New York; San Antonio; 
and Fresno, California are cited for the effective work they've 
cone for migrant families 


Two-bedroom homes have fallen off so much in demand in recent 
months that in many cases builders are putting them up only on 
order. Three-bedrooms are tops, of course, with the demand for 
four-bedrooms steadily on the increase. Buyers want more living 
space — which you don’t get by simply fitting three bedrooms into 
a two-bedroom floor plan 


How big is the motel industry? Here's the way William Spigler, 
director of the National Motel Show, puts it “There are enough 
motels in America to house all the people of Delaware, Idaho 
Nevada, New Hampshire, Vermont and Wyoming, with the popu 
lation of Oklahoma City thrown in.’ That comes out to about 50 
people per motel 2.5 million people; 50,000 motels 


Washington, D. C. Real Estate Board has voted to have an 
annual convention, and to make the most of it they’re holding 
the first one aboard the S. S. Tradewind. The ship leaves Wash 
ington for Bermuda May 14th and returns a week later. Cost for 
the seven days is $110 and up, per person, plus taxes 


Plagiarism of house and architectural plans and drawings was the 
substance of a case settled recently in California in favor of 
Cliff May and Chris Choate, designers of Cliff May Homes. The 
architect of the offending houses was enjoined by the court to 
deliver the infringing plans to the Clerk of the Court. The defend 
ants had built about 31 of a 60-house tract in Santa Ana, California 
May hailed the decision as a “very significant milestone and 
very important to the industry.” 


Another entry in the lists on the side of those trying to put a 25% 
constitutional limit on personal income taxes is the newly-formed 
American Real Property Federation. The Federation also is sup 
porting another amendment to the Constitution that would limit 
the size of the federal debt. The Federation hopes to bring about 
a third enactment as well, permitting owner-occupants of home 
to deduct depreciation allowances 


President Leon E. Todd of the New Jersey Real Estate Commission 
has resigned after ten years’ service. The reason; Governor Mey 
ner vetoed an amendment on legislation that would continue the 
Commission's excellent educational program initiated by Todd 
and other state leaders. Todd believes partisan politics influenced 
the veto, and he plans to spend full time toward getting the legisla 
ture to override it 


The unfortunate thing about the governor's action is that the pro- 
gram has been hailed nationally as a model for other states. The 
Commission has been holding regional forums for licenses, pub 
lishing a quarterly journal and holding other types of training 
sessions. And it wasn’t costing the taxpayers a single dime. New 
Jersey licensees, two years ago, had voted to double their license fees 
to support the program. The case serves to point up the need for 
keeping educational efforts of our industry above partisan politics 
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e@eMEMPHIS, TEN 


Three out of four buyers are looking for a house like this. Larger fam- 
ilies, real or expected, make 3 bedrooms a necessity, and an extra 
lavatory highly desirable. Today’s home buyer is equally insistent upon 
distinctive styling, sound construction, top quality materials and his 
pocket book is modest. In short, he wants a lot of house for his money 
You can give him what he wants and still make a reasonable profit! 


How? Build the “Thyer’ way! Hundreds of progressive builders have 
found that Thyer factory-assembled, conventionally built homes, en- 
able them to offer a better house for less money. Usually doubles the 
number of houses put up and sold in a year 


Why wait? Write for complete information today. 


3 BEDROOMS 
with BATH and V2 


Climate-Pight Design Model 
3280, bath and ‘2, shown here, 
is manufactured in Toledo, Ohio, 
for Northern conditions and dis 
tributed in Northern states only 
For informat on regarding Th yer 


Southerner and Gulf Coast mod 


a eee THYER'S “SILVER PLATTER" PROFIT SYSTEM 
a : 
[27 
Financing Service Your local Thyer Factory Repre Turn-Key Contracting Service Ff 


THYER sentative will be glad to help you arrange cor 
n and permanent financing for FHA, VA 


struct 


HOMES o* cenvesitionet town 


Designed by Local Field Service Thyer factory representatives 


h to build 100 « 


ortherr 
RICHARD GB. POLLMAN (la8 ted in 28 states cre rea to esasict we ; 
a located _ ites ore ready —— yo National Advertising Support A hord hitting pre 
land development, arranging financing, erecting gram in national consumer magazines pre-sells 
and planning local advertising and model home your prospects helps create buyer interest in 


showinas Thyer Homes 


2850 Wayne St, Toledo, Ohio 
515 E. Yazoo $t., Dept. 1, Jackson, Miss 





